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Ceilings Will Limit Veterans’ Choice 
of Homes ..............Page 26 
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HIT GOVERNMENT SUBSIDIES—Douglas Whitlock, chairman of the advisory board of 
the Producers’ Council, representing building manufacturers, declared that government sub- 
sidies would hinder rather than help the production of building materials. In a letter to 
chairman Spence (D., Ky.) of the House banking committee, Whitlock declared that “the only 
way to insure the necessary increase in the output of scarce materials is to make an ad- 
justment in price ceilings.’ Whitlock advocated a price adjustment in the case of producers 
forced to shut down or operate under a loss at present ceiling prices. 


WARN AGAINST HOTEL OVERBUILDING—Just because it is next to impossible to get a 
hotel room these days is no sign that the public should invest heavily in new hotels. J. E. 
Frawley, president of the American Hotel Association, pointed out that thousands of investors 
lost their savings in the hotel building boom that followed World War I. The future of the 
hotel business looked as rosy in 1918 as it does today. 


FEW VETS DEFAULT— With the help of GI loans, according to the Veterans’ Administra- 
tion, a total of 60,052 veterans are purchasing homes. Loans have been granted 1,670 vet- 
erans for the purchase of farms, while 4,595 veterans have borrowed under the GI Bill of 
Rights to go into business for themselves. Less than one out of every 1,000 veterans who 
received loans have defaulted. 


GOVERNMENT PROMISES ATTACK ON BUILDING CODES—Alfred Schindler, under- 
secretary of the Department of Commerce, promised to call in “the best brains in the con- 
struction industry’ to attack antiquated building codes and other obstacles delaying the 
building program for veterans. Data will be assembled on the country’s 2,000 varying state 


and city building codes which add 3 percent to the cost of every house. This is the first 
time, Schindler said, that a government department has attempted to solve this problem. 


OPA APPROVES CEMENT INCREASE—Fffective immediately, the OPA has granted an 
increase of 20 cents a barrel over March, 1942 in producers’ ceiling prices for Portland cement 
in the following states: Georgia, Alabama, Tennessee, Louisiana, Mississippi, North and 
South Carolina, Florida and most of Virginia. 


CONTRACTORS URGE END OF WARTIME CONTROLS—The Associated General Con- 
tractors of America, meeting in Chicago, called for the ending of wartime controls “because 
they are not preventing inflation as intended.’ Warren S. Bellow, Houston, Tex., succeeded 
Harry a Dick, Portland, Ore., as president of the association. 


OPA REVISES PREFAB CEILING PRICES—Although OPA granted new ceilings for pre- 
fabricated homes made mostly of wood, the increase will only offset added costs of materials 
and higher wages. Buyers will bear the increases. The revision will permit calculation of 
prices on the basis of current material and labor costs, plus mark-ups of 36 percent at the 
manufacturer's level and 10 percent at the reseller’s level. 


STONE LEAVES OPA—Peter A. Stone, lumber price executive from the early days of price 
control, will leave OPA March 1. He will return to the F. W. Dodge Corp. to resume publica- 
tion of a construction publication. 


HOUSING LIMITS NEW THEATER CONSTRUCTION— Wilson W. Wyatt, Jr., housing ad- 
ministrator, warned commercial building interests that “a great many movie theaters” now 
planned must be deferred until new home construction is completed. This doesn’t mean that 
industrial and commercial construction will be halted, but an order is being drafted, Wyatt 
said, to “postpone that part of it which can be deferred.” 


OPA OKAYS INCREASE ON PULP AND CORDWOOD — Producer ceilings of $1.40 a 
cord has been allowed by the OPA for the bulk of pulpwood produced in 11 southern states. 
A similar increase was allowed on felt cordwood, excelsior wood, chestnut cordwood and re- 
lated items. 


STEEL BOILER INSTITUTE GRANTED INCREASE—This OPA-granted increase in ceil- 
ing prices is 14 percent and applies to any steel boiler designed to operate at less than 100 
pounds steam pressuré per square inch. The industry produced figures showing an aver- 
age increase of 32.94 percent in basic wage rate schedules since October, 1941 and a 13.07 
percent increase in material prices during the same period. 
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Address of Pre-fab Company 


To the Editors: You may know that 
we have had the AMERICAN LUMBER- 
MAN for a good many years. I have al- 
ways read it consistently during that 
time, and have benefited by many of 
the articles. I am particularly interest- 
ed in the February 2 number, page 50, 
regarding lumber dealers offered ex- 
clusive selling rights on pre-fab houses 
by The General Houses Incorporated, 
Chicago and would appreciate having 
their address to write them asking for 
full information regarding their propo- 
sition for distribution as we have twen- 
ty retail yards located in southeastern 
South Dakota and southwestern Min- 
nesota.—A. W. TUTHILL, president, 
John W. Tuthill Lumber company, 
Sioux Falls, S. D. 


The address is General Houses, Inc., 
400 W. Madison, Chicago II|.—The Edi- 
tors. 


Popularity Confuses Fir 


To the Editors: Everyone’s after 
me. I’m a 4x4 fir square—clear, rough 
and green. Used to be they didn’t call 
so much for me—just a few of us 
would get in a car. Now Uncle OPA 
says I’m worth $57. Fact is, me and 
my brothers used to be given refine- 
ment and development—a process that 
made us more useful. They used to 
truck us over to the dry-kiln and keep 
us warm and make us good and dry; 
then we’d get a ride to the planing 
mill and they’d cut us up to 1x4’s. 
Then to the flooring machine for a 
nice dressing and matching. Really 
we were something then—and useful, 
too! But alas, no more! If the Papa 
mill does all that work for me now, 
Uncle OPA says I’m worth $45, and 
Papa mill, while he loves to work with 
me, says it isn‘t worth it to throw 
away $12 on me. Guess I can’t blame 
Papa mill but I’m sure sore at Uncle 
OPA, because right now I could be so 
useful ina G. I. house. But my Cousin 
Retailer likes me, and treats me so ex- 
pensively I sometimes wonder why. He 
sends me to Papa-in-law mill and pays 
about $2 freight fare. There they 
treat me normally, spending $12 for 
drying and $5 for resawing and $7 for 
dressing and matching, and $4 for han- 
dling and loading in car. So you see 
they spend $30 on me and make me 
cost $87 when I’m only worth $45 at 
Papa mill. Then I’m sad too because 
so many of my brothers have to take 
boat trips to foreign countries. You 
see, even rough and green as I am, 
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with a tag of $57 when I stay in my 
country where I am needed, I’m tagged 
at $69 when Papa mill sends me 
abroad. So many of my brothers have 
been sent away. Ho hum! I’m just 
a 4x4 longing to serve my country in 
a useful way. And Ho hum again— 
I’m only an illustration!—T. NOEL 
BUTLER, Wistar, Underhill & Com- 
pany, Philadelphia, Pa. 


Solving Material Shortage 


To the Editors: We enclose clipping 
showing how one of our New York 
yards solved the shortage of material 





NOTICE! 


W. SKOBLISKI LUMBER YARD 


FRANKLIN AVE. VALLEY STREAM 
will close from Jan. 15 to Mar. 15, 1946 
due to scarcity of materials 


WE ‘TRUST, upon re-opening, sufficient materials will 





be obtainable to our trade, WE ASK Forbearance. 











See 


by closing for two months to build up 
an inventory.——WILLIAM BERENS- 
MAN, Wayne Lumber company, Brook- 
lyn, N. Y. 


Modern Store Design 


To the Editors: We are interested in 
your store plan No. 9 pictured on page 
60 of the January 19 issue of the 
AMERICAN LUMBERMAN, however, we 
would not want the front tapered in 
toward the building but would want it 
straight across. We would like to know 
if we could get a sketch of this plan 
and what the charges would be, or if 
you cannot furnish the sketch, would 
you give us permission to use the plan 
with the changes mentioned above— 
E. D. STRINGFELLOW, Stringfellow 
Lumber company, Birmingham, Ala. 

The only sketches or drawings 
which we have are the ones that were 
published in the issue. Detailed draw- 
ings or blue prints are not available. 
Believing that dealers might want to 
make changes in the plans to suit 
their own needs, we are glad to give 
permission to any of our readers to 
use the plans in any way they wish. 

—The Editors. 


Ability to Pay 

To the Editors: Now comes the 
CIO with a new one—The Company 
is Able to Pay! We have had many 
reversals of economic principles since 
the inception of our “Planned Econ- 
omy” but this is the rawest and most 


confiscatory —the most brazen anid 
piratical ever put forth. All of us wi 
have arrived anywhere, accomplished 
anything, or have some self respec: 
did it on our ABILITY TO EARN. The 
ability to earn has always been the 
keynote and basic policy of real Ame; 
icanism. (This could be elucidated, bui 
for want of space.) Many firms froin 
General Motors down, now have th: 
financial ability to meet many unusua! 
demands, but how long can they las:, 
unless they have a free market i» 
which to sell their product at a profii 
in proportion to their increased costs? 
How long will their “ability to pay” 
last in 1946 if they are to sell thei: 
product at 2 percent less than 1942 
prices? 

The answer is, simply a question of 
time on a sure road to bankruptcy. A 
simple formula shows the position: an 
article costing $100 to make shows, by 
cost accounting, to consist of 50 per 
cent labor, or $50 labor payroll. It 
sells for $115. Now labor comes and 
says we must have a 30 percent in 
erease (which absorbs the 15 percent 
margin.) The firm cannot increase 
its selling prices because it is fixed by 
governmental authority. In fact, the 
authority says you have really been 
charging too much, we will cut you 2 
percent. When costs meet, and absorb 
the full selling price, what is manage- 
ment to do? They are not, as labor 
and some government agencies think, 
magicians. They have not been able 
account of high taxes, to build up re- 
serves. They cannot collect taxes or 
subsidies. They have to operate on a 
profitable basis, or go broke; there is 
no alternative. 

The correction is simple enough; 
with a more flexible price control pol 
icy. We believe in price control in 
an emergency as a guard against in- 
flation—any sensible man sees and be- 
lieves this—but what he can’t see is 
why selling prices cannot be promptly 
advanced in proportion to continual 
rising costs and still controlled. If 
the pressure of costs of manufacture. 
including labor, are to be met, why not 
grant an increase of 15 _ percent 
promptly in the selling prices, if 50 
percent of the cost is labor and labo! 
is granted 30 percent increase? Th« 
price is still controlled and is not in 
flationary. To expect management to 
continue to meet demands in the costs 
of production, without ability to real 
ize a profitable return is asinine and 


“absurd. It is economic insanity. How 


can the government collect the neces- 
sary taxes to even approach meeting 
its budget if it throttles the earning 
capacity of its business concerns, who 
are its main source of income? 


If labor wants and must have more 
money, and the people at large and 
government want them to have it, let 
them have it, but at the same time let 
the sales department have prices at 
which the management can still see a 
profit. Suppose the government had to 
work on the same principle on which 


March 2, 1946, AMERICAN LUMBERMAN 








tors 


a 




















From the skies came better,toofing.. 
Sheva fllamipium 


Maybe you’ve already seen some. Bec ge it didn’t take long after V-J 
Day for the big mills that made strgfig aluminum sheet for war planes 
to switch over to making farm roofing. 

But they can’t make it fast enough to keep up with demand. Farm 
owners were quick to see the great advantages of Alcoa Roofing Sheet. 
For those who’ve been lucky enough to get some, roofing troubles are 
over for years and years. 

Yours can be, too. No more rusting. You won’t have to paint alumi- 
num roofing. No worrying about sparks setting roofs on fire... nor 
lightning, if the roof is properly grounded. 

You'll hear more good news when you talk to your roofing dealer. 
When you learn the price, then figure how cheaply you can put on this 
easy -to-handle aluminum, and think of the trouble-free years of service 
you'll get . . . then’s when you'll realize how economical it is to buy 
Aleoa Roofing Sheet. 

Look for that name ... ALCOA ROOFING SHEET . . . embossed 
right on the metal. If your dealer doesn’t have it yet, it’s worth waiting 
for, ALUMINUM CoMPANY OF AMERICA, 1723-Gulf Bldg., Pittsburgh 19, Pa. 















10 reasons why 
Alcoa Roofing Sheet 
is in demand: 


1, Will not rust 6. Good looking 
2. Needs no paint 7. Light roof load 
3. Light to handle 8. Pure drainage 
4. Fire protection 9. Economical cost 
5. Cooler buildings 10. Good siding, too 








ALCOA ®oortne seer 
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RED BRAND 


FENCECoGack/ 


It is now becoming available, after a long absence. RED 
BRAND, with that top wire painted red, identifies ‘‘Gal- 
vannealed,’”’ copper-bearing woven wire fence . .. the one 
with “‘out in the open” proof of quality and durability. 





Many years of intensive nation-wide advertising — farm 
papers and radio — all have helped make RED BRAND 
well known to farmers in almost every community. Every 
roll of RED BRAND builds lasting satisfaction . . . on the 


farm, in your store. 
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KEYSTONE STEEL & WIRE CO., PEORIA 7, ILLINOIS 








it expects business men to get along? 
It is always figuring on ways and 
means for more taxes: where are they 
coming from when their main source 
is throttled? Pay the men more—vwel] 
and good, but let’s have a flexible, rea- 
sonable, sensible price control, that 
promptly enables management to see ; 
profit: otherwise, continued _ strife. 
hatred, bickering, unhappiness, lack 0} 
incentive to start anything new, and 
difficulty in operating what is started 
It used to be that a man who develope: 
a business, manufactured something 
and made payrolls was a respectabi 
citizen. Now he is a tyrant and a crim 
inal! Labor did a fine job during th 
war and its production won the war, 
but labor can’t pay the bill from its 
income, when the firms that make its 
payrolls are harassed and hounded to 
distraction by rising costs from below 
taxes and controls from above—unti! 
they wind up in bankruptcy—MONT 
GOMERY LUMBERMEN’S CLUB, 
Montgomery, Ala. 


Michigan Traveling Salesmen 
Elect Officers for 1946 


To the Editors: At our annual meet- 
ing held in Grand Rapids, Mich., on 
the 6 of February, the following oflfi- 
cers and directors were elected for the 
ensuing year: President, Paul Hodges, 
Royal Oak Wholesale company; vice 
president, Dwight Dickinson, Jr., 
Dwight L. Dickinson & Son, Detroit; 
secretary-treasurer, A. C. Blixberg, De- 
troit; directors, C. R. Aston, C, J. 
Ashton Lumber company, Detroit; 
Nick Martin, Dealers Wholesale Sup- 
ply company, Detroit; Charles Tredick, 
Abney, Tredick & Neihaus, Detroit; 
Dean Kuperus, Dean Kuperus company, 
Flint; Whitney Buck, Berg, Patterson, 
Buck Lumber company, Detroit, and 
Hugh Rader, Jr., Hugh Rader Lumber 
company, Detroit. The spirit of the 
meeting seemed to be that “once 
definite price, production and trade 
adjustments are made, large scale ac 
tivity will inevitably harmonize with 
the present and prospective demand.” 
—A. C. BLIXBERG, Michigan Associa- 
tion of the Traveling Lumber and Sash 
and Door Salesmen. 


Know Your Products 


To the Editors: I am a new sub- 
scriber to your magazine and am en- 
joying it tremendously. I note that the 
article about wood shingles is the 
fourth in a series. Articles on plywood, 
asphalt roofing and hardwood flooring 
products appeared before I became a 
subscriber. Could you send me either 
reprints of them or the complete maga- 
zine in which they appeared? I, of 
course, will be glad to pay any expense 
involved.—ARTHUR NORMAN, South- 
western Lumber company, Chicago. 


Thank you for your letter. Tear 
sheets of the articles are on their way. 
—The Editors. 
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Aighlight? oF THE ISSUE 


With unanimous approval the Illinois Lumber & Material Deal- 
ers’ association at its recent meeting agreed to send an open letter 
to President Truman asking for immediate elimination of the OPA. 
The letter is given in full and other highlights of the meeting are 
discussed in the article on page 18 . . . Prevailing conditions in 
building materials is the subject of the American Lumberman 
Dealer Poll, the first of such polls to be conducted by the magazine. 
The article on page 20 shows the tabulated results of questioning 
dealers in every state on how much they have in stock at present 
and how much more they need to obtain a normal inventory. The 
results show that building materials are nearing the vanishing 
point in every section of the country . . . It has been recommended 
that a ceiling of $6,000 be placed as the amount a veteran can spend 
to build a home. A Michigan dealer, after study and research, has 
proven this amount is not enough to provide most veterans with 
the size and type home they need. Pictured in the article on page 
26 is a typical small home that veterans are building today, and a 
discussion of the costs of constructing such a house . . . The pres- 
ent housing shortage is hitting home to almost everyone in the 
country, with the result the building industry is being criticized 
and lambasted from every side. Public relations between the in- 
dustry and the public are reaching an all-time low. The article on 
page 30 describes some of the ways lumber dealers have used to 
tell the public the truth about the building crisis, as well as sug- 
gestions on how other dealers can put the facts across to their 
community. 
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TAKE OPA OUT OF HOME BUILDING! 


Four years ago the Office of Price Administration was established. Its 
primary purpose was to prevent the inflation which might result from our 
participation in World War II. This was a necessary and constructive plan. 
Never popular, never omniscient, OPA nevertheless accomplished much of its 
original purpose. 

There were numerous crises during the war when OPA: and other gov- . 
ernment agencies worked with business and the military to meet critical 
situations. When a bottleneck developed in the production of any vital item, 
immediate action was taken to correct the deficiency. At the time Germany 
broke through our lines and created the Ardennes Bulge, needed supplies 
were rushed there to halt the advance, at the sacrifice of other important but 
less critical projects. All this was done against huge odds but without unduly 
disturbing our domestic equilibrium. We met the crises as they developed 
and we won the war. 

War's end did not terminate crises for us. We now face a peacetime 
crisis—a housing shortage—which demands the same kind of initiative and 
practical action which brought us success in the war. In this emergency, 
however, government has failed to meet the situation constructively, and has 
not permitted private industry to exercise its prerogatives. 

OPA is a paradox. Ostensibly working to curb inflation, the agency 
actually promotes inflation by contributing to its basic cause. Shortages are 
the breeding ground of inflation, and now that the military consumption of 
materials has dwindled, OPA’s unrealistic pricing policies must be blamed 
as the remaining major cause of continuing shortages. 

Washington authorities have repeatedly offered what they label as solu- 
tions for the housing emergency, but to date none of these plans strikes at the 
heart of the problem. 

The solution does not lie in allocating materials to home construction 
under HH priorities. Thousands of priorities for building materials already 
have been issued against a supply that does not exist. 

The solution is not easier credit, one of the main features of the Wagner- 
Ellender-Taft and the Patman housing bills. Probably there has been no time 
in the Nation's history when money for home building was more plentiful. 

The solution is not subsidizing building material manufacturers to stimu- 
late output as Wilson Wyatt, new NHA Administrator, proposes. Mr. Wyatt, 
in his program, recognizes that the fundamental problem is increased pro- 
duction, but his suggested subsidies will encourage inefficiency and increase 
the national debt, which is already our greatest inflationary threat. 

The real solution to the problem is maximum production of building 
materials. We are not getting that production because OPA’s unrealistic, 
inflexible policies stifle it. The agency has not recognized the need of ad- 
justing prices on the basis of home building needs rather than war needs. 

Repeated explanations and appeals to OPA have had no effect. We now 
despair that they will ever have effect, and have come to the conclusion that 
OPA’s authority must be removed from the building industry if the Nation is 
to see home building get under way in sizable proportions. This position 
has been reached after careful consideration. We are aware of the risks 
and realize that some hardships may develop, but we believe that the best 
interests of the majority will be served by such a move. 

The housing situation has reached the crisis stage. Drastic action is 
needed. Complete elimination of OPA’s power over the building materials 
industry is the only legitimate and lasting solution of the problem. 


Raver, 


Publisher 
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Illinois Dealers Ask President to 
Abolish OPA At Once 


56th annual meeting votes open letter to chief executive and 
congress; many speakers condemn OPA’s rigid price control. 


ITHOUT A DISSENTING 

vote, the Illinois Lumber & 
Material Dealers’ association, at its 
56th annual convention in Chicago, 
Feb. 12-14, agreed to address an 
open letter to President Truman 
asking for the “complete and imme- 
diate elimination of the OPA.” 

The 1,222 dealer- members en- 
thusiastically applauded the senti- 
ments expressed in the letter when 
it was first read at the Wednesday 
afternoon session. On Thursday, 
they voted unanimously to send the 
letter to the President and members 
of Congress. 

Pointing out that building ma- 
terial dealers cannot alleviate the 
housing shortage until they obtain 
the necessary materials, the letter 
declared “we are fully convinced 
that the OPA is more to blame than 
all other factors combined.” And 
added: 

“OPA, while attempting to con- 
trol prices, actually creates short- 
ages, causes inflationary prices and 
stimulates black market operations 
in lumber and building materials. 

“Tt is fruitless to try to reform 
OPA’s philosophy or to get reason- 
able administration of the law, and, 
therefore, the only cure for the 
situation is complete and immediate 
elimination of OPA. 

“We recognize that for a time 
this might result in prices higher 
than present ceilings, but not 
higher than prevalent black market 
prices. It might create new and 
possibly distressing hazards for 
many of us, but we are willing to 
take that risk because it is the only 
possible way to bring us to a sat- 
isfactory market condition with 





Three officers get together, left to right—Otto Wahlfeld, retiring president; James L. Watson, 
vice president, and Henry Krumm, incoming president. 


adequate supplies and reasonable 
prices.” 

The letter culminated a series of 
attacks on the rigid OPA price con- 
trols by various speakers through- 
out the two-day session. 


Krumm Named President 


Henry L. Krumm, Elgin, vice 
president of the association, was 
elected president, succeeding Otto 
W. H. Wahlfeld, Peoria. James L. 
Watson, Troy, was elected vice 
president and John D. McCarthy, 
Springfield, was reelected secretary- 
treasurer. 

President Wahfeld opened the 
convention at Hotel Sherman on 
Tuesday by reporting that the as- 
sociation has the largest member- 
ship in its history. He said the as- 
sociation had passed out more in- 
formation to members on prices and 
regulations than ever before. 

Principal address of the first ses- 
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1. The photographer caught a father-and-son combination in this Hoo-Hoo picture. 


Back row, 





left to right, are W. S$. Brannum, 218, president, Peoria Lumber company, and his son, Wm. 


Brannum Jr., 36858, manager. 


First row, L. E. Beaumont, 46669, Chicago; Ben F. Springer, 





34265, international secretary, Hoo-Hoo, Milwaukee, and E. W. Kettlety, 29209, vicegerent snark, 
Chicago. 2. Ted Lindeburg, Art Crone and Laurence Avery chat between sessions with W. H. 
8adeaux (right), secretary, Northwestern Lumber association, Minneapolis. 3. Lumber furnishes 
support for Hawley Wilbur, West Allis, Wis., while he talks it over with W. O. Fassnacht, South 
Bend, Ind. 4. President Otto Wahlfeld presiding at a convention session. 5. H. C. Berckes, 
secretary, Southern Pine association, New. Orleans, has a chat with John D. McCarthy, secretary- 
treasurer, Illinois association and Otto Wahlfeld. 6. Otto Wahlfeld, retiring president, is hon- 
ored for his service to the association with the presentation of a plaque by Ray Durham, Harris- 
burg. 7. W. C. Hanely, center, is focal point of a discussion trio involving Joe Springman and 
Jerome Springman. 8. Members of the ladies’ auxiliary at the registration desk. 9. Henry L. 
Krumm, Elgin, newly elected president of the Illinois association, emphasizes a point while 
talking with Lew M. Bayne, Ottawa, William |. Holcomb, Kankakee, and Lin Huff, Decatur. 
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sion was given by Paul J. Matthew, 
Oskaloosa, Iowa, who spoke on 
“Prefabricated Homes — How Will 
They Affect Your Business?” He 
warned dealers they must become 
more proficient in the merchandis- 
ing end of their business if they 
intend to go into prefabrication. 


Working with Prefabricators 


“Let the prefabricator know what 
we have to offer,” suggested Mr. 
Mathew. “Specifically: 1. That we 
sell more materials that go into the 
house than any other type of dealer. 
2. We operate a central distributing 
plant already set up to receive and 
deliver prefabricated elements. 3. 
Our contact with local workmen of 
all kinds who can perform the nec- 
essary labor. 4. We are well rated 
financially and known to be thor- 
oughly responsible.” 

Thus far only a couple of pre- 
fabricators have built their pro- 
grams around the lumber dealer, 
Mr. Mathew said, advising the 
dealer to sharpen his ability to 
merchandise. 

Dealers should keep abreast with 
developments in prefabrication, the 
speaker added, since prefabrication 
is sure to bring a number of new 
competitors — department stores, 
mail order houses, realtors, con- 
tractors and chain stores. 

Lumber dealers were advised to 
hold onto their yards, if they are 

(Continued on Page 44) 
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This emblem symbolizes 
the American Lumberman 


| American. 











wmb m Dealer Poll, another serv. 
The ten types of home building materials ear- if ae wegen pena 
marked under PR33 for holders of HH priorities zine. By means of scien. 


are in critically short supply at lumber and build- 
ing materials yards—so scarce, in fact, that pri- 
orities are practically worthless to veterans. 





tific, cross-sectional sur. 
veys of lumber dealers, and 
accurate tabulations of the 
results, the editors are en- 
abled to report authorita- 
tively on matters of na- 
tional significance. 

















Dealer Stocks Near Vanishing Point 


CRITICAL STAGE has been reached in the build- 

ing material situation. Supplies are nearing the 

vanishing point and unless production is speedily 

stepped up, there is real danger that new home -con- 

struction will not get underway in sizable proportions 
any time this summer. 

Dealers from coast to coast have looked in their 
sadly depleted yards, and have been aware their own 
stocks were dwindling fast. They’ve read about the 
situation prevailing in every yard in the country. Be- 
lieving each dealer would be interested in knowing 
exactly how other dealers were faring, and how this 


situation was in relation to the national picture, 
AMERICAN LUMBERMAN has made a survey of present 
conditions. 

According to Priorities Regulation 33, the materials 
in shortest supply are lumber, millwork, common and 
face brick, clay sewer pipe, structural clay tile, gyp- 
sum board, gypsum lath, cast iron soil pipe, cast iron 
radiation and bathtubs. 

In conducting this survey, questionnaires, were sent 
to retail lumber and building material dealers in every 
state; dealers in large cities, medium and small towns, 
and in rural sections dealers of various degrees of 
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Structural Gypsum Board Gypsum Lath Cast Iron Cast Iron Bath Tubs - 
Tile Soil Pipe Radiation 


Chart No. | illustrates how stocks on hand fall far short of immediate needs in the 
average retail lumber yard. Comparison is made in terms of percentages. The red 
bars represent stocks on hand. The white bars show how much more material the 


average dealer needs for a 60-day working inventory. 
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financial strength. They were asked to state their 
present stocks of each of the 10 critical materials 
mentioned above, and in addition give their needs 
for a 60-day working inventory. 

By adding up the present-stock figures of all the 
dealers returning the questionnaire, and comparing the 
results with the totals of the required stocks for a 
60-day inventory, the percentages were obtained as 
shown in Chart No. 1. Taking 100 percent as the re- 
quired needs for a two month working inventory, the 
total present-day supplies are shown on the chart by 
the red blocks and in figures representing the per- 
centage of these needs the average dealer has on hand 
today. The white space between the red blocks and 
the 100 percent line indicates how much more material 
(in percentages) the average dealer must obtain to 
reach his required inventory. 

For example, the average dealer has only 20 percent 
of the amount of lumber needed to carry on normal 
building and retail activities; 15.57 percent of the 
amount of millwork; 3.45 percent of the amount of 
common and face brick, and so forth. 

Secondly, the results obtained from this cross-sec- 
tional survey were projected on a national scale, and 
the figures shown in Chart No. 2 represent the present 
stock and the needs for all the retail lumber and build- 
ing material dealers throughout the country. For 
example, there is now on hand in retail yards approxi- 
mately 1,136,977,082 feet of lumber of all types and 
there is needed a total of 4,410,466,000 feet of lumber, 
or an additional 3,273,488,918 feet to construct the 
homes and farm buildings which customers will de- 
mand during the next two months. 

At first glance the figure representing the lumber 
on hand may seem somewhat larger than expected, but 
that number represents every different kind of lumber 
that dealers have in stock; all grades, sizes, lengths, 
ete., and it is scattered throughout every state. 

As one dealer stated, “It is true that we had 390,000 
feet of lumber on hand at the first of the month, and 
it is also true this amount of lumber should be suffi- 
cient to construct between 35 to 40 small houses. But 
you cannot build houses without: siding, flooring, 
2x4-8’s or 2x4-16’s to mention a few items we have 
been unable to procure in any proportion to the bal- 
ance of the lumber received. A lumber retailer might 
conceivably have 10 million feet of lumber on hand 
and still not have enough for one small house. And 
after the house is under roof how are you going to 
finish it without some kind of lath?” 

Included in this list of scarce items were cast iron 
radiation and bathtubs. Although only 22 percent of 
the dealers carry heating equipment and 21 percent 
bathroom equipment, these were included in the sur- 
vey to discover just how much of each was needed by 
dealers. So while the percentage and national figures 
on the charts do show the condition prevailing among 
lumber dealers, it is only a part of the story on these 
two items which are also sold by plumbers and many 
different types of retailers across the country. 

Some of those returning the questionnaire who did 
not stock radiators or bathtubs, questioned others who 
did. The answers ran something like this: “Dealers 
tell us these items are very short, especially tubs and 
other fixtures,” and “Do not know normal supply of 
last items, but do know there are none in stock or 
available in this area.” 

Many of the dealers included enlightening comments 
on the supply situation as well as a listing of figures. 
A Virginia dealer said, “Give the dealers a stock and 
we will put the materials where they are needed most.” 
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Supply Situation In Nation’s 
Lumber Yards 


Lumber Have 1,136,977,082 board feet 


5 Need 4,410,466,000 board feet 





Have enough for 69,973 house jobs 


Millwork 
Brick 
a 


Clay Sewer Pipe 


Cel 
Need 42,935,700 feet 


Have 4,465,242 units 


Have 39,119,750 on hand 






Need 1,136,936,000 





Have 9,807,409 feet 








Structural Tile 


a: Need 212,810,772 units 


Gypsum Board 


Pe Need 907,395,168 pees feet a 


Gypsum Lath Have 22,031,809 square feet 


SSS Need 772,002,431 — feet 


Cast Iron Soil Pipe Have 117.067 feet 


——" Need 25,826,550 feet 


Have 69,053,665 square feet 


Radiators Have no units on hand 
mM) | Need 297.474 units 
774% 
Bathtubs Have 167 units 








Need 242.817 units 


Chart No. 2 projects the results of the American Lum- 

berman Dealer Poll on a national scale, showing the 

actual amounts of building materials now in retail yards 

as compared to the required amounts for a 60-day work- 
ing inventory. 


Another in Washington, D.C. says, “The supply has 
practically stopped in the past 30 days, naturally the 
demand has increased. Our normal daily shipments 
average 10,000 board feet. Our present inventory 
would only allow us three days normal.” A third in 
Kansas stated, “Given the materials we will construct 
the houses for the G.I. Boys without regulations. So 
long as the tight regulations hold, very little if any- 
(Continued on Page 72) 
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Veterans Protest Housing Project 


Tell mid-western dealer, who is constructing 100 houses, they 
need more than minimum requirements set forth in design. 


UMBER DEALERS who are 
earnestly trying to help the 
veteran solve his housing problem 
may learn something from the re- 
cent experience of a yard in a mid- 
western city. The story throws a 
sidelight on one problem faced by 
private enterprise in trying to pro- 
vide adequate housing at the low- 
income level. 

This firm ran two large adver- 
tisements within two days aimed 
to catch the eye of the veteran. One 
was headed, “Veterans, Here’s the 
Biggest News Since V-J Day ...a 
Home of Your Own at a Price You 
Can Pay.” The second advertise- 
ment proclaimed “The Thrill That 
Comes in Rendering a Needy Serv- 
ice.” The half-page advertisement 
proceeded to tell the company’s 
plans to build 100 new homes for 
veterans of World War II. 

Construction of the first house 
was started the day the first ad- 
vertisement appeared in the news- 
papers and a good many hopeful 
homeowners flocked to the site. 
Within 24 hours, however, veterans 
held a meeting to protest against 
the entire project. This session was 
followed by a public mass meeting, 
also sponsored by the veterans. 

The veterans charged that the 





A lumber dealer in a mid-western 
city recently started construction of 
100 low-cost homes for veterans. It 
was an excelent project—not only 
an energetic merchandising pro- 
gram, but a public-spirited attempt 
to solve the housing shortage. If 
successful, such a project would do 
much to build up the prestige of a 
dealer. 


Although small the houses were 
soundly built and contained good 
quality materials. However, the 
veterans for whom the houses were 
intended did not like them. Their 





objections form the basis of this ar- 
ticle. 

Obviously, such objections consti- 
tuted a bad state of public relations 
for the dealer. Obviously the vet- 
erans expected more for their 
money than they were offered, yet 
authorities agreed the houses were 
worth the price asked—especially 
in view of today’s high costs. 

This story, with all names de- 
leted, is published here because of 
its profound significance to other 
dealers in their efforts to maintain 
good public relations—THE EDI- 
TORS 








houses were as “flimsy as a cracker- 
box.” They compared their size to 
a two-car garage and claimed they 
were far too small for even a small 
family. (There are three rooms 
plus bath and laundry.) 

Samples of the comments heard 
at the meeting as quoted in the lo- 
cal press: 

“They (the lumber company) are 
taking advantage of the emergency 
.. . how come we can’t get lumber 
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like these guys can? What the con- 
tractors and building materials 
men don’t seem to realize is that we 
want to buy homes on a lifetime 
basis, not something that will last 
only a few years. These homes are 
wholly inadequate for one couple. 
What are we supposed to do when 
we have a family?” 


The veterans wrote the Veter- 
ans Administration, Washington, 
demanding an investigation of the 
project. They wanted to know how 
an FHA appraiser could evaluat 
these houses and lots at $4,575. 
There isn’t even a basement or 
garage, they pointed out. It would 
be necessary to cut two feet off a 
9’ x 12’ rug to make it fit the bed- 
room floor. 

Residents of the neighborhood 
added to the barrage of criticism 
by predicting that the first good 
rain would flood the lots, which are 
located on the outskirts of the city. 
They claimed that the new develop- 
ment would eventually form a new 
slum district. 


Good Value 


Although representatives of the 
building trades testified that the 
homes were well worth the asking 
price, the sentiment expressed at 
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THE BUILDERS’ DEPARTMENT STORE 


VY ETERANS . . Here’s the biggest news since V-J Day 








OME OF YOUR OWN 








CHECK LIST OF 
QUALITY FEATURES 








This Is NOT A Prefabricated Home 
e 


IT IS A MODERN COMPLETE HOME 
OF CONVENTIONAL CONSTRUCTION 


STREAMLINED OAK FLOORS BY BRUCE 
FIRE-RESISTANT ASPHALT SHINGLES 
CABINET SINK BY KITCHEN MAID . 
BALOWIN AUTOMATIC WATER HEATER 
MIARONED MEDICINE CABINET IN BATH 
HOT AND COLD LAUNDAY FAUCETS IN SERVICE ROOM 
‘ THERMOSTATICALLY CONTROLLED GAS FURNACE 
DOUBLE RUNG WINDOWS WITH SASH BALANCE 
CHROME BATH FITTINGS BY REPUBLIC 
KOKOWO VITREOUS FIXTURES 
BRIGGS BEAVTYWEAR BATH TUB t 
EMORY SOIL PIPE & FITTINGS 
PLENTY OF CLOSET SPACE 
EIGHTEEN ELESTAIGAL OUTLETS wae Ah 
GLIDDEN PAINT—INSIDE AND OUT 




















DESIGNED FOR ADDITIONAL ROOMS 
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ALL WORK PERFORMED 
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HOW WE CAN DO IT COMPLETE COST—LOT mOLUDED 


Every inch of thie home was carefully planned and cal 


culated to keep its cost at a minimum, without sacrifice. $ 00 

ng quality of constroction and material, Mass orders : 

for the materials also played a big part in reducing costs. ¥ NO DOWN EAVOENT 

Our entire resources are pledged to complete these homes. ALL UTILITIES—-REABY FOR OCOUPANCY GeURDIee Vaken nLw IPA EA TCS, 

Large manufacturers of quality materials have promised 

delivery of even the most critical items. The (amma GOOD LOCATIONS—DESIRABLE NEIGHBORHOOD. These homes are under construction 
betding Tails Con © Sonetryens JON ty a in an i ivisi OMEN 846 Ps rem 
nahing every qualified available man to build these i-38 improved subdivision | located near the ” mate 
homes quickly and build them right. walks, sewers and all utilities are installed. Schools, Churches,’ Stores and Transportatian 


facilities are close by. A quiet, liveable neighborhood for QQ Veterans. 
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Advertisement that appealed to vets later drew their ire. 
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the public meeting indicated that 
prospective homeowmers are ex- 
pecting more for the money. 

The proposed housing project and 
the protest meetings were, of 
course, page one news in the local 
press. The situation received the 
attention of the mayor, the Amer- 
ican Legion and the citizens gener- 
ally. At first the yard received con- 
siderable favorable publicity. It 
was termed a “trail blazer’ in help- 
ing solve the local housing short- 
age. Subsequent publicity was not 
as favorable. Although spokesmen 
for the company were not present 
at the meeting, they sent a letter 
outlining their stand. They empha- 
sized that their houses are not cus- 
tom built, that they are built for 
low income workers, that the fix- 
tures are good quality and the lum- 
ber “as good as could be found.” 

In its advertisements the com- 
pany stressed the fact that the 
homes are not pre-fabricated, that 
they are modern and complete from 
medicine cabinet in the bathroom 
to thermostatically controlled gas 
furnace. 

There was little criticism of the 
interior features—the heating 
plant, bath fixtures, etc. 





Protests against the project died 
within a few days. In less than a 
week the company had received 
orders for 25 houses and construc- 
tion was going ahead at the rate 
of one completed house a day. The 
company anticipated no _ trouble 
building and selling one hundred 
houses. 


Demand Living Space 


Without attempting a judgment 
in the case of the veteran versus 
this particular lumber dealer, deal- 
ers may ponder the experience of 
this yard before undertaking sim- 
ilar projects. 

Obviously the veteran is not com- 
pelled to buy one of these houses, 
even though they are being built 
specifically for the veterans’ mar- 
ket. It develops that a dealer can 
receive some unfavorable publicity 
whether he is building a sound, 
salable house or not. 

After stressing the veteran’s 
angle so heavily, it developed that 
the company was not building ex- 
actly the type of house that many 
veterans want. The quality was 
there, but not the spaciousness that 
so many veterans really need and 
demand. 


They asked a fair question: Why 
not build 50 family-size houses jn- 
stead of 100 houses too small for 
family occupancy? Why not design 
slightly larger rooms, dig a base- 
ment and build a one-car garage? 
This company’s design called for 
neither a basement or a garage. 

The issue is one of living space, 
Is a living room 10’ by 15’, a bea- 
room 10’ by 10’ and a kitchen 
8’ by 9’ large enough for a perma- 
nent dwelling? The outside dimen- 
sion of this house measures 20’ by 
24’ and the lot 40’ by 150’. Monthly 
payments including taxes and _ in- 
surance are only $29.50. 

These suggested additions un- 
questionably would hike the over- 
all cost considerably, but monthly 
payments could still be within rea- 
son. These additions can be the 
difference between what some pros- 
pective buyers regard as a trailer- 
type house and a real home. 

The experience of this dealer in- 
dicates that a great many prospec- 
tive homeowners (some of them in 
the lower income brackets) demand 
more than low-priced housing. They 
want a comfortable, family-size 
dwelling—one they can be proud to 
own and live in. 


This small house, typical of 100 others to be built by a lumber dealer, drew a protest from 
veterans although authorities judged it soundly built and worth the price asked. 
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: on Lumber Be 
Continued? 


ANY INTELLIGENT and 

thinking persons engaged in 
p the production of lumber, or in al- 
lied industries in which lumber is 
an essential factor, have recently 
voiced the opinion, in public state- 
ments, that the current ceiling 
prices on lumber are operating to 
hinder full production. Some of 
them—by no means limited to con- 
firmed opponents of price control— 
have gone so far as to speculate 
that the removal of all price con- 
trols on lumber is the only method 
by which full and unhampered pro- 
duction of lumber can be assured. 
This view is accompanied by the 
admission that a certain amount of 
inflation is bound to occur, but its 
proponents contend that such a 
tremendous increase in production 
is inevitable that the element of 
competition will quickly return to 
the picture, with a resulting sta- 
bilization of prices. 

The Office of Price Administra- 
tion has taken a firm stand in oppo- 
sition to any proposal at this time 
for the suspension of price control 
on lumber either at the manufac- 
turing or retailing level. Unfortu- 
nately the public is frequently un- 
aware of the reasons behind the 
actions of the agency, or the rea- 
sons for its failure to take certain 
actions, in the face of powerful 
pressures. The question of price 
control on lumber, however, is so 
vital to the reconversion plans and 
hopes of the country that it is felt 
that lumber producers and con- 
sumers should at least know the 
broad outlines of the rationale 
which supports the position of the 
agency. 

Firstly, let us look at the 1945 
production picture so that we can 
see where we stand today. 

Total lumber production in 1945 
is estimated at 28 billion board feet. 

This is 15 percent below the 1944 
level but is slightly higher than 
production in the prewar year of 
1938. The extent of the drop below 
1944 is largely attributable to a 
paralyzing strike in the West Coast 
producing region which reduced 
production in that area during the 
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last quarter by approximately 50 
percent. The full force of the blow 
was felt in the softwood lumber 
industry. Hardwood lumber pro- 
duction has been maintained at a 
much higher level than softwoods. 
Of the 28 billion board feet of total 
production in 1945, about 6% bil- 
lion board feet was hardwood lum- 
ber. This figure is approximately 
10 percent less than in 1944, which 
saw the peak of hardwood produc- 
tion, but well above the production 
of the prewar year 1940. These 
figures are from a December, 1945 
report prepared by the Department 
of Commerce in cooperation with 
the Civilian Production Adminis- 
tration and the Forest Service Di- 
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vision of the Department of Agri- 
culture. 

The problem of using price in- 
creases or suspending price control 
to secure full production in lumber 
has been given serious considera- 
tion by OPA. A thorough investi- 
gation of the situation has re- 
vealed that the decline in lumber 
production has been attributable 
primarily to two factors: First, an 
acute shortage of labor, and sec- 
ondly a shortage of trucks, truck 
tires, repair parts and other equip- 
ment. Both of these are wartime 
shortages which price increases 
would not remedy. Studies of the 


United States Forest Service indi- 
(Continued on Page 72) 
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IKE MANY OTHER retail lum- 

ber and building material deal- 
ers, Frederick E. Stiles, of Stiles, 
Inc., Grand Rapids, Mich., is in- 
tensely interested in the critica: 
housing shortage, and is searching 
for the right solution to the prob- 
lem. 

Toughest and most important 
phase of the problem is to provide 
adequate housing for veterans at 
reasonable prices. For this reason 
the attention of many lumber deal- 
ers has been focused on the housing 
plan advocated by Wilson Wyatt. 

To Mr. Stiles’ critical eye the 
Wyatt program will result in at 
least two inequities: 

1) A blanket ceiling of $6000 will 
force the veteran who lives in a 
climate where full basements, 
furnaces, and heavier construc- 
tion are required, to live in a 
much smaller home than the vet- 
eran who lives nearer the source 
of lumber and a more moderate 
climate. 

2) $37.18 per month will buy a 
$6000 house. If any particular 
veteran needed larger living 
quarters for his family, $50 per 
month would buy an $8000 
house. But, if a $6000 limita- 


How Much House Can A 


tion on building is imposed, such 
a ceiling, together with a $50 
rent ceiling, will force the vet- 
eran who needs larger quarters 
to waste $50 a month on rent, 
that should accrue toward the 
purchase of a house suitable to 
his needs. 





TABLE OF PAYMENTS PER _V.A. 
25-YEAR SINGLE MORTGAGE 


PLAN 
$,6000 $8,000 
House Item House 
31.68 Principal & Interest 42.24 
4.50 Taxes 6.00 
1.00 Insurance 1.30 


$37.18 MONTHLY PAYMENTS = $49.54 





The plans reproduced on these 
pages will give the reader some idea 
what the veteran can build for his 
money in Grand Rapids. Comment- 
ing on this house plan, Mr. Stiles 
said: “The actual cost to a builder 
on a four-and-one-half room bunga- 
low thirty feet by twenty-four feet 
in size, with a six by eighteen ex- 
tension, is the total of the follow- 
ing items: 


Building permit ........ $ 6.00 
Social Security ......... 9.00 
Compensation Insurance. . 34.00 
BE Stiace naa ead gatas 25.00 
ns 12.00 
Cement wall and floor.... 600.00 


Seer er ae 51.00 
Serer ree 155.00 
SEE no sev ehed aw es 90.00 
IN ison bong Bieaiin kab 1600.00 
Hardware and metal...... 75.00 
ark tar aan aS am Mga ae 350.00 
I ete ao. bo 550.00 
OS ere 275.00 
Wiring and fixtures...... 140.00 
EE ah wine bake Li 275.00 
I ib eh th ae Autat end BW oat 18.00 
EE ted eit aih ay we 30.00 
EE tt he Le 2 76.00 
RS Pee es ee 23.00 
Carpenter labor ......... 900.00 

SS és. Se hs se emo $5294.00 


“To this total should be added 
five percent or $265.00 for overhead 
and incidentals and ten percent for 
profit or $530.00, making a total of 
$6089.00 as a minimum selling price 
exclusive of the cost of a lot. I 
think it unsafe to plan on less than 
$1000.00 for fully improved lot. The 
priority board places a fair ceiling 
price on this house and lot at 
$7550.00 which includes $800.00 for 
cost of lot. 

“The only reduction I see possible 
to make is to leave out the fireplace 
which will reduce costs by $155.00.” 


The sketches on these pages show a house which can be built at a cost of $7500, including lot, for a 
veteran in Grand Rapids, Mich. It is a satisfactory little home, but exceeds the maximum of $6000 which 
has been recommended as the ceiling. For veterans with large families it would be wholly inadequate. 
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Veteran Build for $6,000? 


Not necessarily enough, says this Michigan lumber dealer. 
The vet with a large family might suffer under the arbi- 
trary price limit to be imposed by the Wyatt program. 
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Selling Portable Milk Houses 


to Wisconsin Farmers 





Photographs taken on farms in the Bloomer, 
Wis., area show various installations of the 
milk houses made and sold by Inland Lumber 


company. 





By H. K. LANGE 


NE OF THE IMPORTANT 
developments in the dairy in- 
dustry has been the growing insist- 
ence of creameries on Grade A milk 
production by their dairy farmers. 
This means business for the lum- 
ber dealer, because in many dis- 
tricts the dairy farmer cannot 
qualify for Grade A premiums with- 
out a separate milk house and effi- 
cient milk cooling facilities. 

Walter A. MHassemer, _sales- 
minded manager of the Inland Lum- 
ber company, Bloomer, Wis., was 
quick to see and capitalize on these 
business possibilities. Bloomer is 
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in Chippewa County, which is a 
heavy milk-producing area. Two 
years ago, however, not many of 
the farmers had milk houses; but 
the creamery’s field supervisor, 
working -under the State Dairy Im- 
provement program, was anxious to 
get them installed. Mr. Hassemer 
began working with the supervisor, 
and plans were drafted for an in- 
sulated milk house and cooling tank 
that would meet an A-1 rating. 
Wherever possible, other building 
materials were used so that the 
lumber shortage would not delay in- 
stallations. The basic plan was then 
adapted to a portable milk house 
that could be built in the yard, and 
sold over the counter like any other 
prefabricated building. 

In November, 1944, a test milk 
house and cooling tank were in- 
stalled on a dairy farm to be ob- 
served under working conditions. 
Accurate temperature records were 
kept by the operator for an entire 
year. Results were so good that in 
about fifteen months, Inland Lum- 
ber sold over 150 milk houses and 
tanks, and is still going strong. No 
small part of this success rests with 
the manager. “I was born and 
raised on a farm,” Mr. Hassemer 
explained, “and I know the farm- 
er’s problems. Cleanliness is one 
of the big factors in quality milk 
production. A second, is taking 
the animal heat out of the milk in 


Inland Lumber company builds business volume by 
helping raise standards of milk production in its area. 


order to lower the bacteria count. 
The cleaner you can keep the cow, 
and the faster you can get the milk 
into the cooler, the better the qual- 
ity of the product. We knew the 
farmers had to have milk houses, 
but you can’t expect a farmer to 
build one. He just never gets it 
done. With conditions as they are 
right now, though, and the farmer 
with money, if you set out a milk 
house, and put a price on it, he will 
take it.” 

The portable milk houses are 
built in three sizes: 10 by 12; 8 by 
10, and 7 by 8 ft. Six inch drop- 
siding is used on the exterior; as- 
bestos board for the lining. Heavy 
felt paper, the seams calked with 
calking cement, is used for a vapor 
barrier. The wall has 3% in. of 
vermiculite granular fill insulation; 
the ceiling, 4in. There is one 10 by 
12 ventilator flue. Two 9 by 12, 
six-light windows, two lights wide, 
are set directly across the center 
of one side-wall. There is one in- 
sulated exterior door, equipped with 
three hinges and a refrigerator 
door handle. The gable roof has a 
louver at each end, and is built with 
about a 1/3 pitch. Narrow-line 
roof trim, with 34% in. crown mold- 
ing, and asphalt shingles complete 
the roof. The house is primed and 
painted either white or aluminum, 
and is even wired for electricity. 
Bolt the house to the foundation, 
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hang the door, and the building is 
ready for use. 

These milk houses weigh from 
one to one-and-a-half tons, and are 
mounted on two 2 by 8 skids, flat- 
wise, with two 2 by 6’s bolted across 
each end. Two 2 by 2’s are nailed 
on each skid to keep the house from 
shifting when it is mdéved. These 
form the runners for loading and 
unloading from a truck with a hoist, 
and are removed when the house 
is placed on the foundation. The 
house is set into asphalt mastic, and 
fastened with four clamps. The 
footings and foundation (in which 
bolts for fastening are embedded), 
the floor, and the milk cooling tank 
(complete with incoming and drain 
pipes) are all placed and cured be- 





fore the house is delivered. 

Stationary milk houses are also 
sold by Inland. A number of these 
have been built of cinder block, 
rubble stone, or sandstone. Block 
construction is insulated by filling 
the air spaces with vermiculite. To 
make further savings in lumber, 
many of the stationary houses were 
roofed with a slab of vermiculite 
insulating concrete; and _ several 
have insulating concrete floors. 

A feature of Inland’s milk house, 
whether stationary or portable, is 
the draftless, filtered ventilation 
provided by a box window, the pat- 
tern for which was made in the 
yard’s shop. The creamery’s speci- 
fications call for a minimum of 1 
sq. ft. of window light, and 1 sq. in. 
of ventilation for every 10 ft. of 
floor space. Mr. Hassemer evolved 
a window with side-ears, which tilts 
in at the top. Outside screening is 
not needed, but can be furnished if 
desired. Outside screening ex- 
plained Bruce Knapton, the cream- 
ery’s field supervisor, catches snow, 
discourages washing the window, 
and eventually rots. Instead, cheese 
cloth is fastened, inside, with thumb 
tacks to the top of the casing and 
to the top of the window frame. 
The cheese cloth can be easily re- 
moved and washed, or replaced. A 
six-light window has a 12-inch tilt; 
a tour-light, somewhat less. 

The milk cooling tank was devel- 
oped by Hassemer. It is 6 in. thick, 
made of insulating concrete, 5 to 1 
mix (5 parts vermiculite concrete 





aggregate to 1 part portland ce- 
ment). The concrete is reinforced 
with % inch rods, spaced 6 in. 
apart, over the bottom .and up 
through the sides. The rods on the 
bottom are bent upwards. After 
the concrete has set (from 12 to 24 
hours after placing), 2 or 3 inches 
of ordinary concrete are placed over 
the bottom of the tank, to provide 
a wearing surface. The buoyancy 
of the water aids in keeping the 
cans from bumping and damaging 
the tank floor. The tanks are usu- 
ally 27 inches deep: 18 inches above 
the floor, and 9 inches below. This 
insures a minimum of effort in lift- 
ing milk cans in and out. Like the 
milk houses, the size of the cooling 
tank varies with the size of the 
dairy herd. A 16-can tank is 34 in. 
wide, and 96 in. long, inside meas- 
urements. The tanks are usually 
placed at the rear of the milk house. 
There is very little piping in the 
tank. The overflow pipe, when un- 
screwed, acts as a drain when the 





tank is to be emptied for cleaning. 
Where the farmer has a pressure 
water system, the water can be 
brought in through this pipe, also. 

The efficiency of the insulated 
milk house and cooling tank was 
shown in the year’s temperature 
record, mentioned before. Outside 
temperatures varied from 20° be- 
low zero in winter, to 91° above in 
the summer (morning readings). 
The temperature of the tank water, 
however, varied only from 47° in 
the winter to 58° in the summer. 
“In the old milk house,” said the 
owner, “the water would freeze 
every winter. The milk didn’t 
freeze, because we put a heavy robe 
over the tank, but we worried about 
it every night. In the new tank, 
the water stayed at an even temper- 
ature all winter. It would go up 4 
or 5 degrees when we put the milk 
in, in the evening; but in the morn- 
ing, it would be the same tempera- 
ture again. I believe that the out- 
side temperature could stay at 60° 
below zero for a week, and the 
water wouldn’t freeze in this house. 
We are very pleased with it. The 
only change I would make would be 
to have the house larger.” 

The results secured in the test 
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house and tank were not long in 
getting around to other dairy farm- 
ers, and bringing sales to the In- 
land yard. Mr. Knapton, who has 
been doing intensive work with the 
county agent for higher production 
standards, summed up the impor- 
tance of a milk house as follows: 
“The need for a milk house should 
not have to be argued at all. Here 
is a dairy farmer with a $10,000 
barn, and a valuable farm, and 
$5,000 or $6,000 worth of milk 
cows, and the milk house and tank 
are what it takes to finish his prod- 
uct. They are the one little step 
he needs to handle a perishable 
commodity properly. The cost of 
the milk house and tank is a frac- 
tion of the investment he has in a 
product that will spoil in an hour 
or two, unless it is properly handled 
and marketed. A milk house is just 
common sense. We want the cream- 
eries to promote high standards, so 
the state does not have to come in 
and force us into it. I think we are 
going to see a lot more regulation 
of milk production, and farmers 
who have never made an effort at 
improvement are going to be hard 
put to find a market. Lumber deal- 
ers can do a lot to help the cream- 
eries raise standards. Working with 
Mr. Hassemer has been of great 





benefit. He has been very helpful 
and cooperative; and it has brought 
him the good will of the farmers 
and more business for his yard.” 

Mr. Hassemer is_ enthusiastic 
about the possibilities in the farm 
market. ‘Farmers today are really 
interested in improvements,” he 
said, “besides the milk houses, 
there has been a lot of remodeling, 
both service buildings and dwell- 
ings. We have a good business 
in portable brooder houses, hog 
houses, corn cribs—anything in the 
portable line for farm use.” 

Mr. Hassemer is now developing 
a two-room milk house built in 
place, which is working out very 
well. He predicts that in two or 
three years, they will be erecting 
two-room milk houses exclusively, 
because of the influx of electrical 
equipment that needs _ housing 
space, and cannot be stored in the 
cooling room. 
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Telling the Public 


The Truth About Housing Crisis 


6 Reems PUBLIC in general—and 

specifically the returning vet- 
erans of World War IIJ—are misin- 
formed about the housing shortage. 
They are not being told the truth. 
So skilfully have the Washington 
propagandists evaded the real is- 
sues and disseminated their half- 
truths that the public is, at best, 
confused. Worse than that, the 
fallacies and specious reasoning 
emanating from prominent bureau- 
crats have aroused in the public a 
certain resentment against the 
building industry. 

Although vague and _ indefinite 
this resentment carries the seeds of 
real danger. It is only human na- 
ture that the many families suffer- 
ing from the housing crisis must 
blame some set of conditions—or 
some group of individuals—for 
their discomfort. In many subtle 
ways the propagandists have di- 
rected this discontent against the 
building industry. Newspapers and 
national magazines with tremen- 
dous circulation have taken up the 
hue and cry. 

The danger in this situation is 
self-evident. A barrage of adverse 
publicity, if not refuted, might 
shake the entire industry to its very 
roots and ease the passage of so- 
cialistic housing bills now pending 
in Washington. Traditional mate- 
rials, methods of construction and 
channels of normal distribution are 
all under attack. In the long run it 
is the lumber dealer who will suf- 
fer most from this attack, for he 
is becoming more and more the key 
factor in the home building indus- 
try — and what weakens the 
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Publicity releases as well as paid advertisements can 
give the public the real story behind the shortage of 


homes. 


If properly prepared they will correct prevalent 


misconceptions and improve the industry’s public relations 


standing of the industry will 
weaken the dealer. 

It might honestly be said that 
the public relations of the building 
industry have never been worse. 
That is indubitably true. Yet this 
deplorabie condition has been forced 
on the industry through no fault of 
its own. The worst that might be 
said about the industry in the pres- 
ent housing crisis is that it has 
been largely incoherent. All the 
real factors contributing to the 
shortage of homes are beyond the 
dealers’ and builders’ control. But 
the public doesn’t really understand 
that fact, and the industry hasn’t 
explained it in any unified or ef- 
fective way. 

But now, however, the industry is 
beginning to speak up. Lumber 
dealers in all sections of the country 
are running paid advertisements in 
their local newspapers to take the 
truth to the public. They are speak- 
ing before local clubs and meetings, 
and in many other ways trying to 
disseminate the truth to prospective 
home owners disappointed by delays 
in housing construction. 

The editors of AMERICAN LUM- 
BERMAN have received a great many 
letters commenting favorably on 
editorials published in this maga- 
zine recently. Many dealers have 
asked permission to use these edi- 
torials jn their newspaper advertis- 
ing—and such permission has in- 
variably been granted. Dealers 
have sought help and advice from 
the editors, and have reciprocated 
with practical suggestions of their 
own. 

These editorials were not written 
for the public. They were written 
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for lumber dealers, and they pre- 
suppose a certain knowledge of the 
industry on the part of the reader. 
Nevertheless, they have, with only 
minor changes proved effective in 
carrying the story to the public. 

One of the best examples of how 
these editorials can be so used is 
furnished by the ad_ reproduced 
with this article. The Dane Lumber 
Company, Beloit, Wis., based this 
ad on the editorial from the Feb. 2 
issue of AMERICAN LUMBERMAN. A 
few days later the dealer wrote to 
the magazine as follows: 

“Following our conversation of 
the other day we inserted an ad in 
our local paper. We are inclosing a 
copy of this ad as we think you will 
be interested in reading same. 

“We might say that we have had 
a great response from this ad and 
have had many people personally 
compliment us for telling the public 
some of the reasons why lumber is 
really scarce. 

“We thank you very much for the 
privilege of using your editorial.” 

All lumber dealers reading this 
magazine are welcome to use the 
editorials for local publicity or 
advertising purposes. The editors 
ask only that clippings of published 
material be sent to them. 

The dealers are now aware that 
the true story of the housing short- 
age must be told to the public. The 
editors of AMERICAN LUMBERMAN 
are preparing several advertise- 
ments and publicity releases writ- 
ten especially for the public and 
slanted in a way the average con- 
sumer or veteran will understand. 
Some of this material will appear 
in the next issue. Advice and svg- 
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gestions from readers will be wel- 
come, 
Simplify Objectives 

There are so many phases of the 
housing shortage which can be dis- 
cussed, and there are so many 
crackpot features in the suggested 
remedies emanating from Washing- 
ton, that we must be careful not to 
confuse the public by covering too 
much ground in the ads and pub- 
licity releases. We must strip the 
problem to its fundamentals and 
unify our approach by concentrat- 
ing on the basic causes in a way 
that makes sense to the public. 

Even more than this, we must 
put ourselves in the public’s place 
and look at the housing shortage 
through its eyes. If we slant each 
ad or each piece of publicity toward 
a specific reader group—veterans 
for example—and then concentrate 
that entire ad on the vital issues 
involved, we will get the job done. 
But trying to cover too much 
ground in one ad or release will 
confuse the public. 

Most dealers can draw from their 
own experience to get ideas for pub- 
lic relations ads of this nature. 
Chances are that a number of vet- 
erans with HH Priorities have 
come to the yard seeking materials. 
Chances are that you’ve had to 
turn most of them down. Naturally 
these men are disappointed. They 
feel that the Government has done 
the right thing by them. After all 
don’t they have the priority? Yet 
they can’t get the materials and 
start their homes. So they feel that 
the dealer or the building industry 
has let them down. 

Simple, honest talk is the only 
way to correct this false impres- 
sion. The veteran must be told that 
it takes building materials, not pri- 
orities, to construct a home. He 
must be told why materials are so 
scarce. He must be told that none 
of the fancy programs suggested by 
Washington officials tackle the real 
causes of the condition. He must be 
told what moves are necessary to 
overcome the shortage. Only with 
this knowledge will the veteran re- 
alize that the delay in obtaining a 
home cannot be blamed on the deal- 
er or the building industry. If 
enough veterans are impressed with 
these facts it is possible they will 
make themselves heard in Washing- 
ton and help straighten out the 
muddle. 

Complete advertisements and 
publicity releases for the dealer to 
use will be published in the next 
issue of American Lumberman. In 
the meantime it is hoped dealers 
Will write in their suggestions. 











WHY CAN’T YOU BUY LUMBER? 


Where is the plentiful supply of lumber that the W.P.B. 
said you should have within 30 days 
after August 23, 1945 


We feel the people of Beloit are entitled to the FACTS. 


In one week the saw mills on the west coast sold 66,000,000 feet of American lumber to 
foreign countries. This is just one week's sales. This lumber would build 6,600 average 
size homes here in the United States. There is no ceiling price enforced by the OPA on 
sales of American lumber to foreign buyers 


The saw mills need higher prices to pay higher costs, 
so they are selling the lumber, we needed so desperately 
here at home, to foreigners. 


Where do these foreign countries get all this money with which to pay these over-ceiling 
prices? The answer—you taxpayers, through your congress, either gave them this money 
or lent it to them. Now, we and almost every other American citizen want to help every 
needy human being in the world. but our own returned veterans will be just as cold as 
any foreigner if they have to sleep in the gutter. We believe that these Santa Claus 
bureaucrats should give their own country a fair show first. 


The Federal Bureaucrats have had, since the end of tho 
war, tied up in red tape ot one base (Port Hueneme) on 
the west coast, 80,000,000 feet of lumber which they 
will not release, This lumber would build 8,000 homes 
for you people who need+a roof over your heads. 


rhere 1s no indication of any break-up in the bottlenecks delaying new home construce 
tion. Government bureaucrats now have a new housing program allocating a percentage 
of scarce building materials to new house construction, but this will do little to help the 
situation because there are so few materials to allocate. 


An indication that OPA and the government regulators are dreaming is a recent ane 
nouncement by them that private conventional builders will construct 500,000 new houses 
in 1946 and that the nations prefabricated house manufacturers will turn out another 
500,060. 


They are still busy making allocations and setting up 
quotes but taking no action to increase the supply of 
lumber and other building materials. 


We beg to remind OPA and other bureaus that it will require huge quantities of lumber, 
building materials and labor to construct one million new homes, whether they be site 
constructed or factory prefabricated. 


Materials are not manufactured by government allecs- 
tions and ponderous edicts. 


OPA has been told many times that maladjusted ceiling schedules are holding up lum- 
ber production, BUT NOTHING HAS BEEN DONE. They appear frightened at the 
thought of increasing the price on a few key lumber items that go into home building for 
fear it would create inflation—not a well founded conclusion! 


The public is not being told the truth-about the housing 
crisis, 


Everything gets attention except what is needed to solve the whole problem—maximum 
production of building materials and the recruitment of labor to fabricate them 


Government bureaus to control business thrive on scarcities and emergencies By creat- 
ing scarcities they can have emergencies. The public should be told that present scarcie 
ties in our nation, which out-produced its allies and enemies combined during the war, are 
the result of unnatural, unrealistic pricing policies maintained ostensibly to stop inflation; 
but actually to foster an economy of semeley which is needed to perpetuate conditions 
requiring government controls. 






“Dane LUMBER COMPANY 
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One lumber dealer ran this excellent ad in his local newspaper. It is adapted 
from the editorial in the Feb. 2 issue of American Lumberman. 
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Designing the Home for 


Safe Living 


ITH A BUILDING and re- 

modeling boom ahead, build- 

ers should start now thinking about 
safety in home construction. 

The National Safety Council’s 
home division, with the assistance 
of a committee of technical experts, 
has prepared a set of safety stand- 
ards intended to help buildlers re- 
duce home accidents which annually 
take a toll of 30,000 persons killed 
and four million hurt, crippled or 
disabled. 

Home accidents, the council says, 
are caused by two main factors: 
hazardous conditions caused by 
faulty design or construction in 
dwellings and equipment; unsafe 
acts resulting from lack of knowl- 
edge and foresight. 

Safe homes, the council empha- 
sizes, are not a matter of expensive 
gadgets, but rather the result of 
careful planning. The council has 
listed safety standards under the 
following classifications: (1) Land 
and land improvements. (2) En- 
trance and exits. (3) Structural. 
(4) Interior planning and safety. 
(5) Storage. (6) Electrical. (7) 
Plumbing. (8) Heating. (9) Fire 
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protection. (10) Electricity. (11) 
Gas and (12) Planning and con- 
venience. 

With these standards in mind, 
the National Safety Council be- 
lieves that it will be possible to 
“build out” many of the hazards 
ordinarily found in the home. 

Designing for safety in this field 
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will require some attention to the 
service and recreational areas, the 
driveway and walks. 

Clothes lines should be located 
above head- height. Adequate sur- 
face drainage should be provided 
to prevent the accumulation of 
snow and ice. If a child’s play area 
is desirable, it should be placed 
within view of the kitchen window 
for the convenience of the mother. 

Driveways should be planned to 
eliminate hazards caused by build- 
ings, hedges and trellises that ob- 
scure the entrance and exit of cars. 
If there is sufficient land, it is de- 
sirable to provide a turn-around so 
that it will not be necessary to back 
the car out of the driveway. A 
driveway gradient not exceeding 6 
per cent is desirable. 

Walks to the entrance and exit 
of the house should be laid out 
along an unbroken slope. Steps 
should be omitted unless guarded 
by handrails. The surface walk 
should be of a non-skid composi- 
tion. An adequate entrance light 
is necessary if street lighting is 
insufficient. 


Entrance and Exit 

Steps unguarded by handrails are 
a common hazard. A handrail is 
necessary if the approach or exit 
necessitates the use of more than 
two steps. 

In cold climates a canopy is rec- 
ommended to protect entrance and 
exit platforms and steps and base- 
ment areaways from rain and 
snow slides from the roof. 

If the floors of terraces or porch- 
es are more than 10 inches above 
the lot grade, a protective railing 
or barrier is recommended. It 
should be regularly inspected for 
possible deterioration. 


Structural Safety 

The better local building codes 
might serve as a guide to good 
building practices in various locali- 
ties. (As every lumber dealer 
knows, however, most building 
codes are obsolete in many re- 
spects.) If no local code exists, re- 


quirements of a nationally recog- 
nized code may be followed with 
benefit. 

In remodeling existing buildings, 
examination should be made for 
rotted timbers, sagging floors, loose 
plaster, weak staircases, faulty 
chimneys, etc. 


Interior Planning and Safety 
In planning stairways, it is ad- 
visable to use straight runs and 
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landings instead of winders and 
angle treads says the council’s re- 
port. Stairs should not be steeper 
than a flight representing a slope 
of 36 degrees from the horizontal, 
having a riser height of 7144 inches 
and a tread width of 10 inches ex- 
clusive of a nosing of 1% inches. 
An enclosed stairway should have a 
landing with a minimum of 30 inch- 
es measured from the doorway to 
the first step. Minimum headroom 
should be 6 feet 8 inches. A hand- 
rail should measure 32 inches high, 
measured vertically from the front 
edge of the tread to the top of the 
handrail. If the stairway is more 
than 44 inches in width, a handrail 
will be required on both sides. Ar- 
tificial stairway lighting should be 
controlled at both the bottom and 
top of the stairs. 

Floors should be non-slippery and 
without surface irregularities. 

The house design should allow 
free passage between rooms. Win- 
dows, doors, and heating equipment 
should be located to permit the nor- 
mal placement of furniture without 
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impeding the free movement within 
or through the rooms. 

Doors should not swing into nor- 
mal traffic lanes, should not strike 
other doors or open upon stairways 
or stair landings or into hallways. 

Play space for children should be 
provided in a place not in the path 
of normal traffic. 

Preference should be given win- 
dows that can be safely cleaned 
from the inside of the house, except 
where the entire window area can 
be reached by a person standing on 
the ground or other solid fixed foot- 
ing. 

Bumping hazards such as water 
pipes and air ducts should be elim- 
inated or guarded by bright colored 
paint. 

Storage Space 

Crowded closets and a general 
fire hazard result from the lack of 
adequate storage space. Storage 
space for frequently used articles 
should be no higher than a person 
of average height standing on the 
floor. Storage space for the average 
family should include room for yard 
and garden tools, bicycles, hats and 
coats, toys and games, houseclean- 
ing equipment, kitchen supplies and 
utensils; foods, linens, toilet arti- 
cles and medicines; clothing in cur- 
rent use; off-season clothing and 
equipment; furniture and trunks 
not in use. 





The material in this article has 
been condensed from a set of 
standards just released by the 
National Safety Council. The 
standards are presented to all 
segments of the building indus- 
try with the hope that safer 
homes will result. Safe homes 
are achieved through careful 
planning in building or remodel- 
ing to eliminate physical haz- 
ards and to guard against those 
hazards not easily or not eco- 
nomically removed. 











Special attention should be given 
to the storage of poisons. Garden 
insecticides can usually be stored in 
the garage. Ammonia, spot remover 
and similar cleaning poisons can be 
safely stored in a small cabinet on 
the upper shelf of the housekeeping 
closet. Medicines should be kept out 
of the reach of children in a small 
cabinet in the bathroom. This cab- 
inet should contain a family size 
first-aid kit. The bathroom design 
Should include provision for the 
Safe disposal of used safety razor 
blades, 

Electrical Protection 


Electrical installations should 
follow the standards of the Nation- 


al Electrical Code, Adequate Wir- 
ing Bureau and the Underwriters’ 
Laboratories, Inc., except as modi- 
fied by local ordinance. 




















Multiple control switches should 


| be used at the entrance and exit of 


main rooms and on all stairways. 
Bare fixtures, causing glare and 
temporary blindness, should be 
avoided. 

_ Although the grounding of port- 
able home electrical appliances in 
order to avoid shock hazards is dif- 
ficult under present conditions of 
installation and manufacture, pro- 
tection can be given to washing ma- 
chines becoming alive by installing 
a ground wire from the frame of 
the washing machine to the nearest 
water pipe. 

In the bathroom, the fixtures, 
handles of wall switches and cover 
plates for such switches should be 
of insulating material. 

Grounding wires for electrical 
currents should be attached to wa- 
ter pipes, not gas pipes, and be 
permanently retained. 

Lighting fixtures, circuit break- 
ers, fuse box and fluorescent ballast 
box should be readily accessible for 
maintenance purposes. 


Plumbing Controls 


Provision should be made against 
excessive pressures not subject to 
automatic controls and against sys- 
tems without suitable pressure re- 
lief valves. The water shut-off 
valve should be identified by means 
of a clearly marked tag for con- 
venience in an emergency. 

Domestic hot water supply sys- 
tems should have temperature re- 
lief valves. Water heaters should 
have combustion controls or shut- 
offs. 

Bathtubs should be of the “flat- 
bottom” type. Shower stall and 
bathroom floors should have a non- 
slip surface. Provision should be 
made for a built-in soap container 
and a strong one-piece grab-bar. 
The bar should be securely mounted 
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vertically to the wall for both. tub 
and shower stall. 

To avoid condensation of mois- 
ture from cold water pipes, it is 
suggested that a pipe covering of 
felt or some other insulating mate- 
rial be used. 

Heating Controls 

Storage of fuel should be in ac- 
cordance with the standards of the 
Board of Fire Underwriters. The 
building code of the National Board 
of Fire Underwriters or the Amer- 
ican Standards Association should 
be consulted in the construction of 
chimneys, stacks or flues and the 
placing of heating equipment and 
piping to safeguard floors and ad- 
joining partitions. 

If kitchen and bathroom venti- 
lating ducts are not accessible for 
routine maintenance, they should 
be protected against the accumula- 
tion of greases and dust. 

Fire Protection 

Authoritative information on fire 
prevention is available through the 
National Board of Fire Underwri- 
ters, which has issued standards on 
construction for fire safety and de- 
tails of installation for the correc- 
tion of the various types of home 
fire hazards. 

Plenty of Light 

Use of small electric lights is 
helpful in reducing home accidents. 
A small beam of light thrown on 
the top and bottom steps of a stair- 
way is valuable in aiding elderly 
people in using a stairway safely. 


Gas Controls Available 

Modern gas ranges in this post- 
war period will be equipped with 
gas pilots that automatically relight 
the top burner flames if they should 
be extinguished accidentally. Gas 
pilot controls for oven and broiler 
flames will also be available if de- 
sired. 

The meter should be placed a safe 
distance from flames or sparks in a 
dry, well-ventilated location readily 
accessible for reading, at least three 
feet from electrical meters or other 
electrical appliances. 


Planning for Convenience 

Any facility in frequent use, such 
as a lavatory and water closet, 
should be located in the most ac- 
cessible part of the house. For ex- 
ample, telephone outlets should be 
installed on each active floor of the 
house and the utility room on the 
main floor instead of the basement. 

Single copies of the above Stand- 
ards are free upon request. Write 
the Home Division of the National 
Safety Council, 20 North Wacker 
drive, Chicago 6, IIl. 
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LAST CHANCE to win a $500 Victory Bond, or one of the 
16 other prizes totaling $1250! Contest closes at mid- 
night, March 31st! 


It’s easy to win! All you do is—give us a good descrip- 


tive name! 


Please note the illustration at right. Magnifying glass 
shows up the special EDGE woven in our famous Opal, 


Liberty Bronze and Aldura wire screening. 


We call this feature MULTI-STRAND SELVAGE 
EDGE. But we want to know what YOU would call it! 


And we will give a $500 Victory Bond for the best 
name! And 16 other Victory Bonds—totaling $1250! 
We will pay all these prizes even if we decide not to 


change the name! 


So, hurry! Get your suggestion in now—before mid- 
night, March 31st. To help you—get from your Multi- 
Strand jobber’s salesman, the Multi-Strand descriptive 


folder, or write us direct for the folder. 








RULES OF THE CONTEST 


1. Contest begins January 1, 1946, and ends at midnight, March 31, 1946. 
2. Contest is open to all hardware and building supply jobbers, their em- 


ployees, and their customers. New York Wire Cloth Company employees and 
their families not eligible. 


3. No contestant is obligated to purchase products of New York Wire Cloth 
Company in order to compete. 

4. In case of a tie, duplicate prizes will be awarded to each of the tying 
contestants. 

5. Entries will be judged by a committee of three: Kenneth A. Heale, Man- 
aging Editor of “Hardware Age”; John L. du Fief, Civilian Production Admin- 
istration, Washington, D. C.; M. J. Hoover, Eastern General Manager of the 
Sun Chemical Company. Their decisions shall be final. 

6. All names submitted become the property of the New York Wire Cloth 
Company. 

7. Results of the contest will be announced in an advertisement in the June 
issue of this magazine. 


NEW YORK WIRE CLOTH COMPANY 


500 Fifth Avenue 


New York 18, N.Y. 
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Lumber in Postwar Housing 


OR ORDINARY PEACETIME 

needs, the sawmill capacity of 
-he United States has, during the 
ore-war years, been somewhat 
yreater than was required to fill 
»rders for lumber and, as a result, 
stocks accumulated at the sawmill. 
Time was thus allowed for stock to 
be adequately seasoned before it 
was sold. During periods when the 
jemand for stock exceeded the ca- 
pacity of the mills, however, the 
stock on hand became steadily de- 
sreased, the time allowed for sea- 
soning decreased and, if the demand 
became great enough, the lumber 
was sold as fast as it could be cut. 
There was little or no time out for 
seasoning. 

This condition of demand ex- 
seeding supply began to develop be- 
Tore Pearl Harbor—has been with 
us ever since—and will continue 
until stocks can again be built up 
at sawmills and distributing yards. 
How long it will take is anybody’s 
ruess, but if the enormous building 
program planned for next spring 
and summer goes ahead on sche- 
jule it will be a long time before 
vard stocks can be accumulated and 
adequately seasoned lumber will be 
available. In the meantime, various 
lifficulties due to the use of unsea- 
soned material can be expected. 


Results of Using Green Lumber 


When unseasoned framing lum- 
der is used, subsequent shrinkage 
may result in excessive plaster 
racks, distortion of door and win- 
dow openings, the binding of mov- 
ing parts, doors that will not latch, 
loosening of nails that weakens the 
structure, pulling of fastenings, 
2penings and cracks that permit air 
infiltration, decay hazards and 
many other defects that add up to 
lisfigurement, upkeep and annoy- 
ance. During the war emergency 
many buildings were constructed 
of framing lumber that had not 
deen adequately seasoned. In some 
eases this lumber was almost as 
zreen when installed as when it 
came out of the sawmill. 

When this sort of lumber is in- 
stalled above the floor level the ma- 
terial gradually dries out after 
erection and it is then that defects 
cur in unseasoned lumber. In 


Reducing Hazards of Green Framing 


MOISTURE IN Wood (PER CENT) 


0 10 20 30 40 


ZMOSS4F 


50 = «60 70 
RELATIVE HUMIDITY IN ATMOSPHERE (PER CENT) 








80 90 100 


This chart shows the relation of the equilibrium moisture content of wood to the relative 
humidity of the surrounding atmosphere at three temperatures. Studies at the Forest Products 
Laboratory in Madison, Wisc., reveal that in any seasoning process all the moisture present 
is not removed from the wood. Wood will give off or take on moisture from the surrounding 
atmosphere until the moisture in the wood has come to a balance with that of the atmos- 
phere. This relationship is illustrated in the above chart which shows, for example, that at 
a constant temperature of 70 degrees F. and 60 percent relative humidity wood will eventually 
come fo a moisture content of 11 percent. 


buildings without basements the 
floor beams and joists sometimes 
do not dry out and decay sets in 
within a few months. This means 
expensive repairs. 

Changes in relative humidity of 
the atmosphere vary throughout 
the day and also by seasons, so that 
wood is virtually always undergo- 
ing slight changes in moisture con- 
tent. The change in ordinary lum- 
ber sizes is gradual and is retarded 
by protective coatings, such as 
paint and varnish. 


Seasoning Green Wood 

In seasoning green wood, certain 
precautions must be taken. If, for 
example, green wood is dried too 
fast, it may be seriously damaged 
by checking, splitting and warping. 
In air drying 1-inch framing lum- 
ber, it is customary to allow about 
90 days in the yard during spring, 
summer and fall, and a longer pe- 
riod in the winter. In some sec- 
tions of the country practically no 
drying takes place during the wet 
winter months. ‘Thoroughly air- 
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dried stock may have a moisture 
content of 14 to 15 per cent, but the 
average is probably nearer 17 per 
cent in the middle west. 

Lumber that is used to erect a 
heated building located in the same 
area as the lumber yard continues 
to dry until it is in equilibrium 
with the atmosphere in the struc- 
ture. Obviously, some shrinkage 
takes place after construction. For 
this reason, better results would 
be obtained if the stock is seasoned 
before use to the moisture content 
it eventually attains after installa- 
tion. This involves kiln drying the 
stock because the low moisture con- 
tent that is attained in the heated 
building cannot be attained in yard 
drying. The air-dried material could 
be dried to the required moisture 
content if it were stored in open 
piles for several months in a heated 
storage space. 

It is unlikely that iumber kiln- 
dried before erection to the mois- 
ture content it will attain in use 
will pick up enough moisture dur- 
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ing the period of construction to 
raise its moisture content to that 
of air-dried stock when the house 
is enclosed. The moisture content 
actually reached during the ex- 
posed period will generally be defi- 
nitely less than the average mois- 
ture content of air-dried stock, and 
subsequent shrinkage will be cor- 
respondingly reduced. 


Changes in Moisture Content 

The problem facing builders to- 
day is the situation wherein they 
are forced to use the framing lum- 
ber available for immediate con- 
struction in spite of the fact that 
much of it is in an unseasoned con- 
dition. No method or material has 
yet been discovered that will com- 
pletely prevent moisture content 
changes in wood. A method has 
been developed by which wood can 
be stabilized so that moisture con- 
tent changes have almost no effect 
on its dimensions, but this method 
is expensive and limited in its ap- 
plication. 

There are, of course, certain 
methods that can be used either to 
speed up the seasoning before the 
building is plastered or to mini- 
mize in some degree the effects of 
shrinkage. When conditions permit, 
framing lumber should be pur- 
chased as far ahead of actual con- 
struction as possible and piled on 
stickers according to standard pil- 
ing practice. Each month it is in 
the pile will advance its seasoning 
materially. 

Another method—end racking— 
might be used at the building site. 
By this method a bar is set up 
between two frames and against it 
the lumber items are set edgewise 
with boards alternating on opposite 
sides of the bar. This method of pil- 
ing results in rapid drying. In gen- 
eral, it can only be used for species 
of wood that are not inclined to 
check and split. 


Shrinkage Before Plastering 

Halting the progress of the build- 
ing after it is framed, sheathed, 
roofed and ready for lathing will 
also result in comparatively rapid 
seasoning. It would require several 
weeks of this type of exposure, 
however, to lower the moisture con- 
tent of green framing lumber to the 
equivalent of an air-dried condi- 
tion. The object, of course, is to 
have as much as possible of the 
shrinkage take place before plaster- 
ing, so that the subsequent plaster 
cracking can be minimized. Such 
exposure is likely to mean that the 
framing members above the first 
floor will dry more than the floor 
joist, which are subject to a damp 
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basement or, where there is no 
basement, to damp soil below the 
joist. 

Every effort should be made to 
allow good circulation of air below 
the floor joist and to drain water 
away from the building so that the 
soil below the joist will be as dry 
as possible. During the colder sea- 
sons of the year, the rate of drying 
is slowed up materially unless 
helped along by some heat. Heating 
the inside of the building to 20 de- 
grees F. or more above the outside 
temperature at any time of the 
year will greatly increase the rate 
of drying. 

The girders under the floor joist 
should be steel beams supported by 





The dangers of building a home 
with green framing lumber are 
well known to most lumber deal- 
ers. Because of the severe short- 
age of properly dried lumber, it is 
possible that some builders will 
be forced to resort to the use of 
green lumber in some housing 
jobs. This article explains how 
the resultant hazards can be min- 
imized. It was written by L. V. 
Teesdale, engineer, for the Forest 
Products Laboratory. 

—THE EDITORS 











metal or masonry supports, rather 
than unseasoned wood beams. In 
two-story houses having solid ma- 
sonry walls, the second floor should 
also be supported on steel beams in- 
stead of on bearing partitions. If 
part of the lumber available is sea- 
soned or partly seasoned, this ma- 
terial should be used for floor joists 
and for lintels over openings and 
the greener material for ceiling and 
roof joist. 


Using Expanded Metal Lath 

After lathing, strips of expanded 
metal lath should be applied over 
the regular lath in all corners and 
over doors, windows, and other 
openings to reinforce the plaster 
at these critical points. Although 
these strips do not prevent all plas- 
ter cracks, they do prevent some, 
and they also break down what 
might otherwise be a single large 
crack into several small ones. 

Since the vertical shrinkage in a 
house is cumulative, there will be 
more evidence of shrinkage in the 
second floor than in the first floor 
of an all-frame house. On this basis, 
one-story houses will suffer less 
than two-story houses. For this 
reason, owners might well consider 
building one-story houses where 
such houses can be made to suit 
their needs. 

Side-wall and roof sheathing 
lumber should be narrow stock. The 





shrinkage in narrow boards is less 
than in wide boards and it follows 
that the distortion on the nails will] 
be less with narrow than with wide 
boards, affording greater rigidity 
in the structure. There will also be 
less distortion on the nails of sid- 
ing or other covering material. 
Sheathing boards should not be 
over 8 inches wide; 6 inches is 
preferable. 

The width of stock used for roof 
sheathing has an important bear- 
ing on the appearance and life of 
asphalt shingle roofs. The exposure 
of the shingles, usually about five 
inches to the weather, determines 
the spacing of the shingle nails. 
Sheathing boards wider than this 
spacing will in some cases have two 
shingle nails in the width of the 
board. The shrinkage of the board 
between these nails is likely to 
cause the roof shingles to heave 
along the length of the board, caus- 
ing an unsightly roof because the 
shingles do not lie flat. As a result, 
the wind often rips off the shingles. 


Bracing the Building 

Consideration should also be 
given to adequate bracing of the 
structure, either by means of diag- 
onal sheathing or by “let-in” brac- 
ing. The latter type can be 1x4 inch 
material running diagonally from 
plate to cap in the outside faces of 
the studs. Such braces should be 
located at or near each corner of 
the building. 

Where adequate protection is 
provided for finish lumber after 
delivery to the building, such diffi- 
culties as expansion and shrinkage 
are unlikely to occur. The most sim- 
ple and positive method of protec- 
tion is to heat the building from 
the time the finish is delivered 
until the building is occupied. The 
temperature should be maintained 
at least 15 degrees F. above outdoor 
temperatures and not allowed to 
cool below 62 to 65 degrees F. when 
outdoor temperatures are below 45 
degrees F. 

During warm weather it is safe 
to cut off the heat during the day, 
when workers are on the job, but 
the temperature should be raised as 
described at all other times, even 
during warm weather. Ordinarily 
the heating plant is not installed 
and ready for use at the time the 
building is ready for the finishing 
material, but arrangement should 
be made with the heating contrac- 
tor to have his plant ready and 
operating when the first load of 
finish is delivered. Where this 
would be impractical, some type of 
space heater could be used in place 
of the heating plant. 
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A SOLEMN OBLIGATION OF THE 
..., LUMBER INDUSTRY 


Ameri CA is faced with the most serious housing shortage in its 
history. The reasons are, of course, beyond the control of our 
industry, but short lumber stocks and maldistribution are often 
cited as principal factors in the inability of the people to build 
the homes they need. 


Because distribution is a major problem, it is the obligation of 
our industry to guard against any breakdown in the industry’s 
marketing system. 


Equitable, efficient distribution of lumber and elimination of 
outside-the-law transactions cannot be accomplished until all 
branches of the industry are given a chance to function in their 
proper sphere. No matter how profitable, it is short-sighted for any 
branch of the lumber industry to take advantage of emergency 
regulations to cripple distribution. 


The product of thousands of lumber producers is badly needed 
now by thousands of small retailers. The WHOLESALE lumber 
organization is the effective link between these indispensable 
elements .. . the low-cost connection between the buyer and 
seller. The retailer needs the wholesaler and the mill needs him. 


The interest of every branch of the lumber industry will be 
served best by preserving the historical distribution system. 





NATIONAL- AMERICAN “Vlcbendls LUMBER ASSOCIATION 


ESTABLISHED 1893 


WASHINGTON, D. C. 41 East 42n0 Street, New Yorx 17, N. Y. PORTLAND, OREGON 
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Brooks Baughman 


ORE THAN 1,500 RETAIL 
lumbermen registered for the 
annual convention of the Iowa Re- 
tail Lumbermen’s association at the 
Fort Des Moines Hotel, Des 
Moines, Feb. 7 and 8. 

Re-elected president for his third 
successive term was _ Brooks 
Baughman, Townsend & Merrill 
Co., Cedar Falls. Other officers 
elected for the coming year were: 
Paul J. Mathews, Ideal Lumber 
Co., Oskaloosa, re-elected vice 
president; vice president for 
Northern Iowa, George F. Sokol, 
Sibley, succeeding M. G. Norton, 
Algona; vice president for South- 
ern Iowa, R. B. Dickie, Keokuk, 
succeeding L. B. Johnson, Chariton. 
Members of the newly elected 
executive board include, in addi- 
tion to Baughman and Mathew, 
Charles Goessling, Shenandoah; 
My Munn, Ames, and Ralph Fink- 
bine, Des Moines. 

The meeting filled the hotel’s 
convention to capacity for business 
sessions devoted to the associa- 
tion’s postwar industry clinic. 
Much of the discussion centered 
about such current problems as 
procurement of building materials 
and governmental restraints on 
business. 

In his president’s message at the 
closing session Friday, Brooks 
Baughman urged prompt and 
realistic changes in OPA pricing 
policies if the retail lumber indus- 
try is to continue with its job of 
home construction. He asked for 
an all-out building material pro- 
duction program, the halting of 
lumber exports, defeat of the Wag- 
ner-Ellender-Taft and Patman 
housing bills, and a complete and 
thorough overhauling of the OPA 
so that prices can be properly ad- 
justed to encourage production. 
Mr. Baughman also expressed the 


38 


lowa Dealers Hold Postwar 


Industry Clinic 


opinion that lumber dealers for the 
most part would not object to an 
over-ride for commission and 
wholesale lumber salesmen provid- 
ing the dealers would not be forced 
to absorb the increased costs. 


Modular Coordination 

Thursday afternoon’s first 
speaker was W. M. Steinbauer of 
the National Door Manufacturers 
association, Chicago. He explained 
the principles of modular coordina- 
tion in building with ponderosa 
pine stock sash and windows to the 
Iowa dealers, using a slide film 
which has been seen at several 
other conventions since the first of 
the year. Mr. Steinbauer explained 
that by the use of the modular 
plan, millwork manufacturers can 
produce 15 to 20 per cent more ma- 
terial with the same facilities. 

Roy Wenzlick, president, Roy 
Wenzlick and Co., St. Louis, Mo., 
gave the main address of the after- 
noon session. Speaking on “The 
Outlook for 1946,” he said that on 
a basis of a national analysis of 
the real estate picture there is cer- 
tain to be an industrial rise by 
spring and that there would be no 
postwar depression for at least the 
next ten years. His findings also 
enabled him to predict lumber 
trends for the next five years. 

R. J. Willis, of the Willisway 
System, Chicago, was the first 
speaker on the Friday afternoon 
program. He reviewed some of the 
pertinent points in the prefabri- 
cated home building situation for 
the dealers and advised them that 
the production of prefabricated 
homes in the United States has 
doubled every year since 1936. 

Included in his talk was some- 
thing of the history and develop- 
ment of the prefabbed house. He 
said that the first postwar pilot 
model of the $2,500-$3,000 home 


Adopt unanimously the industry platform which defines 
dealers as key factors in light construction industry. 


constructed from a simplified num- 
ber and variety of standardized 
parts was erected at Tacoma, 
Wash., last September. This initial 
Tacoma demonstration, he said, is 
to be followed by other testing pro- 
grams under various climatic con- 
ditions in other sections of the 
country. 

He added that his own com- 
pany’s “manufactured” house, the 
Home-Ola, will be distributed 
through lumber retailers. 


The Future of Coal 

Following Mr. Willis’ talk was 
an address by M. J. Clancy, manag- 
ing director of the Solid Fuels In- 
stitute, Milwaukee, Wisc. In his 
discussion of the future of coal he 
listed’ many instances—all of them 
highly important—in which solid 
fuels are performing so well in 
our modern civilization and busi- 
ness world. He said that coal and 
other solid fuels are now assured 
a permanent place in American 
life. 

Concluding the program was a 
showing of the Building Material 
Exhibitors’ association’s slide-film 
on “Modern Store and Yard De- 
sign” presented by N. A. Aimer. 
This _slide-film, complete with 
sound track, has been made avail- 
able to conventions throughout the 
country since the first of the year 
by American Lumberman. 

After the opening day’s session, 
18 new “kittens” were initiated 
into the Order of Hoo-Hoo with 
Supreme Snark of the Universe 
Don 8S. Montgomery conducting the 
ceremonies. This was followed with 
a Hoo-Hoo banquet and stag in the 
evening and was open to all male 
guests attending the convention. 

In charge of the entire conven- 
tion program and plans was W. H. 
Badeaux, secretary of the associa- 
tion, Des Moines and Minneapolis. 
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The warm, friendly beauty of Weldwood interiors can 
be drawn into the plans of houses in practically any 
price class. 

In addition to its purely decorative features, Weld- 
wood Plywood has many other advantages, including 
great structural strength ... economy . . . and speed of 
erection. 

The three illustrations shown are typical of scores 
in a new Weldwood installation manual. This booklet 
shows in detail the many ways you can use this modern 
plywood to advantage in both remodeling and new 
construction. 

It also gives full information on how joining can be 
done without wastage or unsightly cracks . . . how play- 
rooms, dens, living rooms and bedrooms can gain the 
friendly warmth that only genuine wood offers. 

Send for your copy today. 


WELDWOOD Plywood 


Weldwood Plywood and Mengel Flush Doors are products of 
UNITED STATES PLYWOOD CORPORATION THE MENGEL COMPANY, INCORPORATED 
New York 18, N. Y. Louisville 1, Ky. 


Distributing units in Baltimore, Boston, Brooklyn, Chicago, Cincinnati, Cleveland, 
Detroit, High Point, Los Angeles, Newark, New York, Oakland, Philadelphia, 
Pittsburgh, Rochester, San Francisco, Seattle. Also U.S.-Mengel Plywoods, Inc. 


units in Atlanta, Houston, Jacksonville, Louisville, New Orleans. In Canada: 


United States Plywood of Canada, Limited, Toronto. Send inquiries to nearest point. 
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Waierproof W’eldwood for exterior 
use is bonded with phenol for- 
maldehyde synthetic resin. Other 
types of water-resistant Weldwood 
for interior applications cre manu- 
factured with extended urea resins 
and other approved bonding agents. 
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House Plan 
No. 768 
19,150 Cubic Feet 
Note: Space for bedrooms 
in attic 
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| HALL ath We Complete working blueprints and specifi- 
| BATH cations of any house design published in 
eer this magazine are now available at $5.00 
. tJ} per set. Two sets of plans for the same 
H a pes ES om are $8.00, three sets $10.00, four 
)  pilcinen ~ : sets $12.00 when ordered at the same 
L | V | N G R 00 M O time. All the blueprints are in a con- 
17-6 X I-6 5 venient 12” x 18” size and meet all FHA 
FIRE nm requirements. Please order plans by 
A 3 D R oom WN number, enclosing payment. and address 
to American Lumberman, 139 North Clark 
13:0 X 10-0 St.. Chicago 2. I. 
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Illinois Convention 
(Continued from Page 19) 


thinking of retiring, until they 
know how far inflation will go, in a 
talk by J. A. Erickson Jr., presi- 
dent, I. C. System, Minneapolis, 
Minn. His subject was “Can You 
Retire on Less Than $100,000?” 


How to Stimulate Business 

C. D. Franks, manager, midwest- 
ern offices, Portland Cement. asso- 
ciation, spoke on “Some Things We 
Can Do to Stimulate Business in 
the Next Six to Twelve Months.” 
He advised building material deal- 
ers to advertise what their products 
can do for the user rather than 
what they are. He pointed out that 
building materials are in competi- 
tion with ready-to-use products 
such as automobiles and radios. 

Also on the opening program was 
W. M. Steinbauer, secretary-man- 
ager, National Door Manufacturers 
association, Chicago, who spoke of 
the job-site time saved in cutting 
and fitting materials by “modular 
coordination.” 


Northup Reports from Washington 

Materials constitute the only 
emergency in housing, H. R. 
Northup, secretary, National Re- 
tail Lumber Dealers association as- 
serted at the convention session 
Wednesday afternoon. 

Speaking on the subject, “Report 
from Washington,’ Mr. Northup 
declared that Washington is facing 
two emergencies: the wage-strike 
situation and an acute housing 
shortage in the construction field as 
a whole. 

What is needed to spur produc- 
tion, Mr. Northup added, is “real- 
istic price relief.” Without relief, 
these price controls will break down 
the housing industry. 

Expressing confidence in the sin- 
cerity of the new housing adminis- 
trator, Wilson B. Wyatt, Mr. 
Northup nontheless expressed the 
belief that Wyatt is hurting the 
building industry by attempting to 
obtain a subsidy for manufacturers 
of building materials. 

“We’re against subsidies,” Mr. 
Northup reiterated. “We want 
realistic price relief.” 

The speaker predicted a wave of 
disappointment by veterans when 
they discover that insufficient ma- 
‘terials exist to build the homes 
promised them by the government. 
> Richard B. Wand, associate pub- 
lisher, Southern Lumber Journal, 
an unscheduled speaker Wednesday 
afternoon, spoke of plans by the 
Southern pine industry to appeal 
directly to Congress for relief from 
OPA’s pricing policies and other 
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government regulations restricting 
production. 

“It no longer seems advisable or 
practical to deal directly with the 
OPA,” declared Mr. Wand. “Our 
various industry representatives in 
Washington have strained every 
means at their command in an at- 
tempt to cause 'a ray of light to 
penetrate the warped and unimagi- 
native minds of those entrusted 
with the regulation of our indus- 
try.” ‘ 

Southern pine production, Mr. 
Wand reported, is running almost 
five billion feet below the 1942 level, 
a drop of approximately 40 percent 
in four years. 


Need for Merchandising 


In his talk entitled “The Job 
Ahead,” W. Wadsworth Wood, Na- 
tional Homebuilders Bureau, Wash- 
ington, D. C., advised retail lumber 
dealers to start now getting up mer- 
chandising momentum, predicting 
that the current emergency will be 
over before the end of next year. 

Under “The 100 Percent Assess- 
ment Laws” the burden of show- 
ing that tax money is needed is 
shifted from the public official to 
the taxpayer, Thomas E. Fiske, sec- 
retary, Taxpayer’s Federation of 
Illinois, told the association, advis- 
ing members to work with organ- 
ized citizen’s groups in studying 
public expenditure. 

Thirty-four kittens were initi- 
ated at a Hoo-Hoo Concatenation in 
charge of Don S. Montgomery, 
Snark of the Universe, Milwaukee, 
Wis. A banquet and floor show fol- 
lowed. 

William S. Milburn, managing 
editor of AMERICAN LUMBERMAN, 
opened the Thursday afternoon ses- 
sion with a talk on modern yard 
layout and store design followed by 
a sound-slide film illustrating the 
latest , trends in ‘modern lumber 
stores and yard layouts. 


* Guadber Outlook for 1946 


In a forum session, representa- 
tive of lumber associations in the 
west and south attempted to answer 
the question “What About Lumber 
for 1946?” Joe Blunt, West Coast 
Lumbermian’s association, opened 
the session by predicting that his 


association members will produce’ 


6%, to 7 billion feet this year, 
affording distribution channels as 
much lumber as.can be used in view 
of the shortage of other building 
materials such as ‘nails and hard- 
ware. He said there has been talk 
of mills returning to a 2-shift basis, 
although this move will depend on 
the availability of the skilled la- 
bor supply. He said that the new, 





younger men are learning tast and 
proving to be good workers. How- 
ever, production costs are rising 
and no increase in ceiling prices has 
been approved to offset these in- 
creased costs. 

Speaking for the Western Pine 
association, W. S. Haner said that 
production for the last quarter was 
the worst since the depression year 
of 1934. Shipments were off 40 
percent. In 1946 the Western pine 
region is geared to produce about 
five billion feet at a rate of 3,500 
cars weekly, a substantial increase 
over prewar levels. 

This production schedule, Mr. 
Haner warned, will depend upon 
two major factors: (1) Labor peace 
and (2) a reasonable price return. 
Both are dependent upon the poli- 
cies of the OPA. 

“Unless OPA shackles are re- 
moved from the industry, thus free- 
ing management to actually parti- 
cipate in collective bargaining and 
maintain a margin between costs 
and realization, all information 
points to exceedingly low produc- 
tion during the first quarter of 1946 
—about 600 million feet or 40 per- 
cent less than that produced in the 
first quarter of 1945.” 

Stanley P. Deas, representing the 
Southern Pine association, said that 
since the middle of 1942, production 
has been steadily downvvard—from 
12 billion feet in 1942 ‘o 7 billion 
400 million in 1945. 

“The real bottleneck to produc- 
tion,” declared Mr. Deas, “has been 
the unrealistic and arbitrary treat- 
ment of the industry by the OPA.” 

This speaker, also referring to 
the housing situation as it applies 
to the veteran, declared “that if Gl 
Joe does pay an exorbitant price for 
black market lumber, he not only 
gets stuck by over-paying for value 
received, but he also gets stuck with 
a product that has been produced 
without regard to good manufac- 


- ture, accurate grading or proper 


seasoning. Multiply GI Joe a thou- 
sand fold and you will find some 
pretty strong opposition to lumber 
as a permanent building material. 
We cannot afford to let this hap- 
pen.” 

Speaking for the Red Cedar 
Shingle Bureau, W. W. Woodbridge 
declared the OPA has “made the 
shingle as extinct as the bustle.” 
He predicted little imp~cvement in 
production'in the next three to five 
months with a slight nonthly in- 
crease thereafter unti) a possible 
return to normal by tke spring of 
1947. Two price incre: ses granted 
by OPA only served to compensate 
for advanced labor costs. 
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Practically any pattern 







MFG. BY | 
PISSTON & SY 
ATTLE U.S. 


These and 
many other 
patterns 


FLOORING 
BULL NOSE CASING 
SHELVING 
SHIPLAP 
DOUBLE SHIPLAP 
STEPPING 
“V" CEILING 
CORN CRIBBING 
LADDER STOCK 
AND MANY OTHERS 


with one pair 
of head bodies 


PHILBRICK 


Generated Type 


CUTTER HEADS 


One set of head bodies can be used with different 
sets of knives to work a wide variety of patterns. And 
knife changes can be quickly, easily made, for there 
are no holders, clamps or gibs. 


HEADS are simple in construction, and are made 
of heat-treated alloy steel, accurately machined and 
dynamically balanced. They are strong and rigid. 
Thrust of the cut is directly from knife to head body, 
a feature that makes them particularly suitable for 
heavy cuts in jointing and running patterns. 


KNIVES are made of Dissteel or high speed steel to 
suit plant needs, and are specially heat-treated for 
long life and edge-holding qualities. The knives cut 
clean and true, and do not clog with shavings in 
heavy cuts or .on fast speeds. Pattern is maintained 
throughout life of knife. 


BETTER FINISHES — at LESS COST — in LESS 
TIME are assured when Disston Philbrick Gener- 
ated Type Cutter Heads are used. 


Your Disston Distributor will be glad to give you 
complete information. Or write to us direct. 


HENRY DISSTON & SONS, INC. 
325 Tacony, Philadelphia 35, Pa., U. S. A. 
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Producers’ Council Urges Holding Public 
Hearings on Patman Housing Bill 


In a recent telegram to chairman 
Brent Spence of the Banking and 
Currency committee of the House 
of Representatives at Washington, 
L. C. Hart, president of the Pro- 
ducers’ Council, national organiza- 
tion of building product manufac- 
turers, urged that public hearings 
be held on controversial amend- 
ments to the Patman Housing bill. 
Text of the wire was the following: 

“Public and industry groups 
have had no opportunity to advise 
Congress of their viewpoints to- 
ward proposed Patman bill amend- 
ments which greatly enlarge scope 
of original bill on which hearings 
were held. Wyatt housing program 
involves huge expenditures for sub- 
sidies to building product manufac- 
turers which the latter strongly 
oppose, plus objectionable tax amor- 
tization features, plus guaranteed 
markets for manufacturers which 
they do not want or need. 

“Industry representatives have 
not been consulted regarding fed- 
eral proposals to restrict non-resi- 
dential construction, which might 
seriously disrupt construction in- 
dustry and reduce employment in 
building trades if not carefully 
worked out. Moreover, whole prob- 
lem of stimulating production of 
building products to permit greater 
volume of housing is wound up in 
wage-price policies your committee 
about to study in hearings on OPA 
legislation. 

“Hasty or unbalanced legislation 
at this time might well stifle con- 
struction of veterans’ housing, 
rather than help. We urge further 
public hearings on any major new 
amendments based on Wyatt pro- 
posals, some of the most important 
of which have not yet been ex- 
plained to the public, to the indus- 
try or to Congress.” 

Concerning the housing propos- 
als of Federal Housing Expediter 
Wilson F. Wyatt, Hart a few days 
previous to the dispatching of the 
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council’s wire to Washington stated 
flatly wherein he agreed and dis- 
agreed with Wyatt’s proposed hous- 
ing plan. 

Hart first said that the Pro- 
ducers’ Council agreed with Wyatt’s 
statement in the public press that 
increasing the flow of building ma- 
terials is the essential first step in 
solving the housing shortage. 

From this point on, however, Hart 
expressed his complete disagree- 
ment with the Wyatt’s plan. The 
council’s president said his organ- 
ization emphatically believes that 
all necessary premium payments 
for building material production 
should be made available in the 
form of increases in OPA price 
ceilings on building products, rath- 
er than in the form of subsidies to 
manufacturers. 

He argued that the payment of 
subsidies would seriously retard 
home building because subsidies re- 
quire Congressional approval at 
the start and because further ac- 
tion by Congress undoubtedly 
would be required later on to in- 
crease subsidy appropriations 
should there be additional increases 
in the cost of producing building 
products. This, Hart concluded, 
would again delay the building of 
homes. 

After an emergency meeting of 
the advisory board of the Pro- 
ducers’ Council, its chairman, 
Douglas Whitlock, said of the Vet- 
erans’ Emergency Housing pro- 
gram: 

“Among the program’s recom- 
mendations with which we are not 
in agreement is the proposal to 
increase the production of building 
materials by offering to the con- 
struction industry $600,000,000 in 
subsidies, which are referred to as 
premium payments. We are also 
opposed to the idea of giving rapid 
tax amortization to the building 
industry as a concealed subsidy.” 


NN 


e 


Southern Pine Committee Urges 
Support for Gwynne Bill 

The Joint Emergency Committee 
for the Southern Pine Industry has 
issued a series of circulars to all 
Southern pine manufacturers, urg- 
ing them to write their representa- 
tives and senators in Congress in 
behalf of supporting the Gwynne 
Bill in the House and its companion 
legislative proposal, the Wherry- 
Butler Bill, in the Senate. The bills 
seek to set a one-year statute of 
limitations on actions brought un- 
der Federal laws where specific lim- 
itations have not been enacted. 

The Gwynne Bill has been ap- 
proved by the House Judiciary 
Committee, and the House Rules 
committee has granted a “rule” for 
its consideration on the floor of the 
House. It is now only necessary 
that the bill be called up, but, as a 
matter of custom, this is not done 
until it has been given a green 
light by the Speaker and the Major- 
ity Leader. It is understood they 
are holding back because the ad- 
ministration does not want less 
than a two-year limitation, whereas 
this bill provides for only one year. 

It is to secure immediate action 
on this legislation that all Southern 
pine manufacturers have been re- 
quested to write or wire their rep- 
resentatives, urging them to ask 
Speaker Sam Rayburn and Major- 
ity Leader John W. McCormick to 
permit immediate consideration of 
the Gwynne Bill. 

Although a Senate sub-commit- 
tee has been named to consider the 
Wherry-Butler Bill, no hearings 
have been scheduled. In view of the 
favorable action on the Gwynne 
Bill, the Joint Emergency Commit- 
tee for the Southern Pine Industry 
said “. . . it is desirable that the 
Senate sub-committee begin hear- 
ings as soon as possible so that if 
the Gwynne Bill passes the House 
the time required to complete Sen- 
ate hearings will be reduced to a 
minimum.” 

For this reason, the Southern 
pine committee is extremely anx- 
ious for manufacturers of Southern 
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cee — : i. ae . LIGHT; STRONG—By fusing war-born Kimpreg 
Plastic Surfacing to plywood, a marvelous mate- 
rial is achieved. Here is an alloy that combines the 
character of plastic with the qualities of plywood. This 
rigid material is light in weight, high in strength and 
readily workable by ordinary plywood techniques. 
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STAINPROOF; SCUFFPROOF—with the dur- 


able surface of plastic, Kimpreg is ideal for a myriad 
of uses, from table tops to bus floors. Highly resis- 
tant to chemical action, this new material withstands 
weak organic acids, alkalies or common solvents. It 
will not scuff or stain 





W EAT H ER P R 0 OF— Used to line refrigerator cars 


and for surfacing overseas ‘shipping cases, Kimpreg 
Plastic Surfacing has proved its low vapor permea- 
bility and waterproof quality under extreme condi- 
tions. For complete information about Kimpreg Plastic 
Surfacing, mail coupon today. 


Kimberly-Clark Corp., Neenah, Wis. Please send me free booklet and names of manu- 


facturers making plywood surfaced with Kimpreg. 
. AL-346 
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Pine to communicate with their 
Congressional senators immediate- 
ly, urging that they do everything 
they can to secure action on the 
part of the Senate Judiciary sub- 
committee to begin hearings on the 
bill. 

C. C. Sheppard, Clarks, La., is 
chairman of the Joint Emergency 
Committee for the Southern Pine 
Industry. The organization’s offices 
are in suite 520, Canal Building, 
New Orleans 4. Headquarters are 
under the direction of H. C. 
Berckes, secretary. 


Vets' Building Material Has 
Priority Over Federal Program 

Deferment of Federal construc- 
tion which would compete with vet- 
erans’ housing for men and mate- 
rials has been agreed upon by the 
Inter-Departmental Committee on 
Construction, which is composed of 
Federal departments and agencies 
interested in construction, accord- 
ing to an announcement by Wilson 
W. Wyatt, national housing admin- 
istrator and expediter. 

At the same time, the committee 
gave its support to increased con- 











In 1896... 


«when Scotch Lumber 
Co: was founded, the 
“horseless carriage” was 
still a seven days’ won- 
der. Duryea had built 

. and raced .. . his 
Pioneer model; and he 
went on to achieve great 
renown among the mak- 
ers of automobiles. 


But today his—and other 
—names once famous 
have disappeared from 
the roll of car manu- 
facturers. 


Yet Scotch Lumber con- 
tinues on. 
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hat reason is — friendly and con- 
scientious service to customers. We 
have through the years always re- 
garded our customers’ business as 
OUR business. 


It is no accident that Scotch Lum- 
ber numbers among its customers 
many who have done 
business here for 10, 
20, 30—and even 40 
years and longer! 





Scotch Lumber Company 3 
Southern Gores Products 


Fulton, Alabama 
Mixed Cars a Specialty 


Member SPIB and NHLA 











struction of community facilities— 
such as streets, sewers, waterworks 
and similar utilities—which will be 
necessary to permit the Veterans 
Emergency Housing program to 
“move forward with full speed.” 

The committee, headed by Maj. 
Gen. Philip B. Fleming, administra- 
tor of the Federal Works Agency, 
assured John W. Snyder, director of 
the Office of War Mobilization and 
Reconversion, and Wilson Wyatt of 
its “wholehearted cooperation” in 
the realization of the objectives of 
the housing program—2,700,000 
homes for veterans by the end of 
1947. 

Fleming and Wyatt agreed on a 
general policy wherein the federal 
building program contemplated by 
the Public Buildings Administra- 
tion will, if authorized, be “timed 
to the extent necessary” to avoid 
any conflict with home construction 
for veterans. 

The committee went on record as 
favoring going forward with high- 
way projects, reclamation projects, 
river and harbor improvements and 
flood control projects “because it 
is the unanimous judgment of the 
committee that these types of pro- 
duction make no demand, or only 
an insignificant demand, on the 
types of materials and labor skills 
useful in housing construction and 
will help provide jobs of the kind 
for which thousands of veterans 
were trained during the war.” 

Included in the committee are 
representatives of the Federal 
Works Agency, the Department of 
Agriculture, the Department of 
Commerce, the Department of the 
Interior, the War Department and 
the NHA. 


OPA Boosts Ceilings on 
Southern Pine $3.25 per M. 


The OPA recently announced an 
average increase of $3.25 per thou- 
sand board feet in mill ceilings for 
Southern pine lumber. OPA ex- 
pects the increase, effective Febru- 
ary 20, will secure a production of 
9 billion board feet of Southern 
pine lumber in 1946. This output, 
needed in the postwar housing con- 
struction program now underway— 
so says the OPA—would be about 
1.5 billion board feet more than 
the 1945 production. 

According to OPA, these increas- 
es will continue in effect until ap- 
proximately August 15, 1946. This 
will allow adequate time to deter- 
mine if production goals estab- 
lished by the CPA for the first six 
months of 1946 have been met. If 
the production goals are met, the 
OPA is authorized to continue the 
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cing te Your 
Post-hadie! 


Tus dominant advertisement in the 
March 16th issue of The Saturday Eve. 
ning Post wil] carry to 3,500,000 home 
Owners and Prospective builders the 
Story of an amazing postwar comfort 


| but Too TOUGH they can have right now. Cotton Insu- 
lation is a Profitable job you can sell 


for HEAT or COLD dies 


Cotton Insulation for your home is one new Your co this 7 
postwar comfort you may have NOW. Py of booklet 1s ready 
This amazing new insulation weighs only four now. It contains all the amazin f; 
ounces per square foot—40% to 90% less than about Co & tacts 
other home insulating materials. It comes in tton Insulation. 


convenient rolls so light that you don’t even 
need help to install it. You can do the job your- 


self, in an average home, in one evening. NATIO 
Government tests have proved that Cotton 
Insulation is 4% to 36% more efficient than the NAL COTTON COUN CIL 
ten other leading commercial insulations. It’s re) F 
flame proof. It won’t settle or pack down. It AMERICA 


lasts a lifetime. 
° ee 
Read the story yourself, in a 38-page booklet 


which gives you detailed accounts of govern- COTTON INSULATION 


ment tests, and contains fully illustrated facts 


about what Cotton Insulation will do for you. 
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NATIONAL COTTON COUNCIL 
Box 18, Dept. L 
Memphis 1, Tenn. 


Please send booklet, "Cotton Insulation,” 
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M Booth-Kelly 
‘Quality 


‘Originates 
in the Log 


Booth-Kelly’s fine stand of Doug- 
las Fir timber was selected early, 
when there was plenty of good 
timber to choose from. This fine 
quality timber has had much to 
do during the past 47 years with 
the establishment of Booth-Kelly’s 
reputation for quality. 
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DOUGLAS FIR 


Dimension Flooring Ceiling 
Drop Siding Finish Stepping 
Mouldings Casing Base, etc. 


We are headquarters for Trade-Marked 
and Grade-Marked Douglas Fir Lumber. 
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the demand -for this 


increase during the next six-month 
period after August 15. The ad- 
justment will be discontinued if 
the goals for the first half of 1946 
have not been met. 

In accordance with the directive, 
OPA will require maximum absorp- 
tion of this increase by resellers. 
On the basis of data now available, 
the agency said that it “expects” 
the full amount of the mill price 
increase to be absorbed by lumber 
distributors “in almost all cases.” 

The increase is a uniform $3.25 
per thousand board feet for all 
housing construction items manu- 
factured from Southern pine lum- 
ber except flooring, which is in- 
creased $5 per thousand board feet 
by today’s action, and lath, which 
is not increased ‘in price, as present 
ceilings on lath-are considered ade- 
quate, OPA, said. The price agency 
also stated that no increases were 
made in Southern pine car material, 
stress grades, structural joists and 
planks, or timbers larger than 8x8 
inches. 

The new increases qo not apply 
to mills which: sell ‘their lumber 
rough and cut less than 4 million 
board feet a year. This means the 
small mills. , 


Early Reactions on OPA Pine - 
Boost Reflect Uncertainty 


Mill operators and retail lumber 
dealers alike were “surprised and 
still uncertain” over OPA’s recent 
announcement from Washington 
concerning the $3.25 per 1,000 feet 
Southern pine ceiling price boost. 
Earliest to register their reactions 
in this vein were the mill operators 
and retail dealers in the Baltimore 
area, 

Their surprise came as a result 
of the fact that a previous report 
reached the lumber trade that it 
was the intention of the price regu- 
lating agency, in response to nu- 
merous pleas for an increase in the 
margins of wholesalers and com- 
mission men to a minimum of $5.00, 
to put this. into effect. Other ad- 
vance reports had indicated that 
the ceiling for wholesalers would be 
marked up to $4 with a $3 mark- 
up for commission men. According 
to men close to the lumber industry 
in the Baltimore area, it was stated 
that such raises had actually been 
decided upon but had been with- 
held for the present. 

As finally drafted, the new order 
was evidently decided upon as a 
means of stimulating the produc- 
tion of Southern pine which had 
steadily, declined, in order to meet 
particular 


building material. Whether the 
wholesalers «and commission men 
will also receive tan™ advance ap- 
pears to ‘be uncertain. Yet to be 
determined is the attitude of the 
new head of OPA on the subject of 
more pay for distributors, together 
with the question of whether the 
mark-up for the large mills will 
result in the hoped-for gain in pro- 
duction so that the supply of South- 
ern pine may come up to the de- 
mand. 

Thus far, reports indicate that it 
has not only failed to do so, but 
actually has declined rather stead- 
ily. As a result, stocks in Balti- 
more area yards are lower than 
they have been at any time during 
the war. 


Prefab Company in Indiana Will 
Build 500 Houses in 1946 


Present plans of Bradford 
Homes, Inc. provide for the ex- 
pected construction of 500 pre- 
fabricated houses to be built on a 
“new mass production plan” in the 
company’s Evansville, Ind., plant. 

According to Gale Bradford, 
president, and Kenneth Jackson, 
general manager of the corporation, 
adequate materials have already 
been secured and construction is 
expected to begin by June 1. The 
first house is expected to come “off 
the line’ August 1, after which 
date three houses per day will be 
completed. The houses, according to 
present plans, will be built under a 
new plan similar to methods used 
in automobile and refrigerator as- 
sembly by means of a full-scale 
assembly line. Each of the 1750 
workmen the company expects to 
employ will have his or her own 
particular job to perform. 

The first of the houses to reach 
completion will be set up on 4 
100-acre plot located near the for- 
mer plant of the Republic Aviation 
Corp. Plans for this area include a 
business section and a recreation 
park for the children. The business 
section, however, will be construct- 
ed as a separate project with none 
of the stores or shops scheduled for 
construction at the Bradford plant. 


Virginia Building Material Assn. 
Elects New Officers for 1946 


J. C. Hodges, Roanoke, was elect- 
ed president of the Virginia Build- 
ing Material Association at the 
association’s two-day Victory con- 
vention Feb. 21-22 at the Cavalier 
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SURPLUS 


EXTERIOR 


OIL-TYPE READY-MIXED PAINT 
T-1215* 


This is a medium grade paint which is 
ready to use and inexpensive. It produces 
a flat finish when brushed or sprayed on 
the surfaces to be protected. It is suitable 
for the great bulk of exterior maintenance 
painting where very high oil-content 
paints are not required. T-1215 may be 
also used as a first coater or undercoat 
over previously painted surfaces. It dries 
in a few hours. Write, wire or phone any 
of the War Assets Corporation Regional 
Offices below or mail this coupon. 





COLORS 


Black 
Dark Green 
Loam 
Olive Drab 
Haze Gray 
Field Drab 
Earth Red 
Earth Brown 
In 5 gal. con- 
tainers— 
some in 50 
gal. drums 


SALE PRICE 


65¢ 


per gallon 


Minimum sale 200: 
gals. of any one 
color, F.0.B. Lo- 
cation, subject to 
prior sale. 

















*T-1215 may be mixed in with linseed-oil- 
white-lead or other oil paints to obtain lighter 
shades or higher gloss. 


Co eee eee eee ee ee eee ee ee ee eee 


ati Ready-Mixed Paint, T-1215; 
Rf -ieeara ceca a 
ea 
































MARKETS AND WAREHOUSES 












FREE 
INFORMATION 





To War Assets Corporation: Please send me, without obligation, information on the following: 


INTERIOR 


OLEORESINOUS EMULSIFIABLE PAINT 
T-1279 


This paint is best suited to interior use. 
It is an oil-in-water emulsion type paint 
which may be thinned for application 
with water or organic solvents, such as 
naphtha or mineral spirits. It produces a 
flat finish when brushed or sprayed on the 
surface to be protected. T-1279 contains a 
fungicide for mildew prevention. It may 
be mixed in with white or light casein 
paints to produce lighter shades but not 
with conventional oil paints. Mail the 
coupon below for details about this gen- 
eral utility paint—or write, wire or phone 
your nearest War Assets Corporation 
Regional Office. 





COLORS SALE PRICE 
Light Green 
Dark Green ¢ 
Field Drab 
Earth Yellow 
Black per gallon 
Earth Brown Minimum sale 200 
Sand gals. of any one 
Olive Drab color, F.O.B. Lo- 
Loam cation, subject to 
Rarth Red prior sale. 

















VETERANS OF WORLD WAR II: To help 
you in purchasing surplus property, a veterans’ 
unit has been established in each War Assets 
Corporation Regional Office. 
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War ASSETS CORPORATION 


(A SUBSIDIARY OF RECONSTRUCTION FINANCE CORPORATION) 


RFC OFFICES (INCLUDING FORMER DEPARTMENT OF COMMERCE REGIONAL SURPLUS PROPERTY OFFICES) LOCATED AT: Atianta 
Boston « Chicago « Denver « Kansas City, Mo. « New York « Philadelphia « San Francisco « Seattle « OTHER RFC SURPLUS 
PROPERTY OFFICES LOCATED AT: Birmingham « Charlotte « Cleveland « Dallas « Detroit « Helena « Houston « Jacksonville 
Little Rock « Los Angeles « Louisville « Minneapolis « Nashville « New Orleans « Oklahoma City « Omaha « Portland, Ore. 
Richmond « St. Louis « Salt Lake City « San Antonio « Spokane « OTHER FORMER DEPARTMENT OF COMMERCE REGIONAL 
SURPLUS PROPERTY OFFICES LOCATED AT: Cincinnati and Fort Worth 
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Hotel, Virginia Beach. He succeeds 
William P. Ames, also of Roanoke. 

Vice presidents elected were E. 
R. Hunt, Norfolk; F. E. Paulett, 
Scottsville; S. L. Burroughs, Tap- 
pahannock, and E. S. Talbert, Dan- 
ville. Craig Ruffin, Richmond, was 
elected treasurer and Harris Mitch- 
ell, also of Richmond, was re- 
elected secretary. 

Re-elected to the board of direc- 
tors were J. G. Bosang, Pulaski; 
G. B. Early, Galax; J. T. Hirst, 
Leesville; W. N. Neff, Abingdon; 
L. R. O’Hara, Yorktown; Ernest L. 


Whitehurst, Norfolk; D. T. Wood, 
Warrenton, and J. B. Young, Fred- 
ericksburg. New directors are H. T. 
Angel, Roanoke; H. G. Fowler, 
Newport News; R. H. Hinton, 
Reedsville, and M. M. Maddux, 
Marshall. 

W. Albie Barksdale, Charlottes- 
ville, was elected a director of the 
NRLDA, and Henry W. Heine, Ar- 
lington, was elected councillor to 
the U.S. Chamber of Commerce. 
Thomas L. Ruffin, Richmond, was 
named chairman of the Virginia 
Homes Foundation. 








Timber Owners 







Bis 


Loggers 


Lumber Manufacturers 


Western Pine Manufacturing Co. 
Spokane, Washington 


Lincoln Lumber Co. 
Lincoln, Washington 








An Integrated Industry 


For Processing and Marketing the 
Lumber Products of the Pacific Northwest 


Ponderosa Pine - Fir and Larch 


Gers 
BESTPINIE 


oe —— 






The 


DIXON INDUSTRIES 


Grant Dixon, President 
Hal R. Dixon, Treas.-Manager 


RAB 
Including the following: 


Western Lumber Products Co. 


La Porte, Indiana 
Member 


Western Pine Assn.—National Door Mfrs. Assn.—Ponderosa Pine Woodwork—National 
Wood and Box Assn. 


Millwork and 
Box Manufacturers 
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Jobbers 


Assembly Plants 


Exchange Lumber & Mfg. Co. 
Spokane, Washington 


Ellis Glazing Co. 
Henryetta, Oklahoma 
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Scheduled Convention Dates 


March 6—Southern Hardwood Pro- 
ducers, Inc., Memphis, Tenn., 
Hotel Peabody. 


March 6, 7—Northeastern Lumber 
Manufacturers association, Com- 
modore hotel, New York City. 


March 7-8—Independent Retail] 
Lumber Dealers association, Min- 
neapolis, Minn., Radisson hotel. 

March 7, 8 — Mississippi Retail 
Lumber Dealers association, 
Jackson, Heidelberg hotel. 


March 7, 8 — Southeastern Iowa 
Dealers, Council Bluffs, Chieftain 
hotel. 

March 7, 8, 9—lIntermountain 
Lumber Dealers association, Salt 
Lake City. 

March 12, 183—North Dakota Re- 
tail Lumbermen’s association, 
Fargo, City auditorium. 

March 15, 16—Montana Retail 
Lumbermen’s association, Butte. 

March 20, 21—Louisiana Building 
Material Dealers association, 
New Orleans, Jung hotel. 

March 20, 21—New Jersey Lum- 
bermens association, Atlantic 
City, Claridge hotel. 

March 25-31 — Northwest Victory 
Builders’ Show, Minneapolis, 
Minn., Minneapolis auditorium. 

March 27, 28, 29—Florida Lumber 
& Millwork Association, Orlando, 
Auditorium. 

April 8, 9, 10—Lumbermens Asso- 
ciation of Texas, Galveston, 
Pleasure Pier. 

April 17, 18—Arkansas Association 
of Lumber Dealers, Little Rock, 
La Fayette hotel. 

National Plastics Ex- 
position, New York, Grand Cen- 
tral Palace. 

May 8-10—Southern Pine associa- 
tion, New Orleans, La., Roosevelt 
hotel. 





Your RED CROSS 


must carry onl , 
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750,000,000 Feet of Choice 


ROSBORO LUMBER COMPANY 


SPRINGFIELD, OREGON 


E. A. CARLEY, Sales Mgr. 


osboro 


Has a Timber Stand of Over 





Old Growth Douglas Fir 











SAWMILLS 


Cut the most accurate 
lumber, and do it most rap- 
idly, because they are pre- 
cision machines. Timkin 
and Hyatt roller bearings, 
adjustable carriage trucks 
without end-play, set-works 
accurate to 1/32”, cut steel 
adjustable rack bars, and 
similar features make Frick 
Sawmills the choice alike 
of sawyers and owners who 
want the utmost quality 
and quantity of output. 
Three generations of expe- 
rience built into them: many 
thousands in use. Ask for 
your copy of Catalog 75. 
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New Highs in Lumber Yard 
Merchandising 


HE CLINIC does not recall a 

time when the interest in bet- 
ter lumber merchandising was as 
great as it is today. And the inter- 
est is far more than general. It 
involves active programs that in- 
clude advertising campaigns to 
which any mail order house or de- 
partment store could point with 
pride. Example: The three-times-a- 
year mailing (spring, summer, fall) 
of a well-known city dealer reaches 
20,200 farmers and involves an ex- 
penditure of $3,939. Nor is this all. 
As a matter of fact, it is only a 
small part of the company’s adver- 
tising campaign. “If it didn’t pay 
big dividends we wouldn’t do it,” 


says the dealer. 
* * * * 


“Money can be lost in more ways 
than won” observes Al Spiegel in the 
Restrick Lumber Company (Detroit) 
house organ. 

* * * * 
Rash of Lumber Yards 
NEw YARDS are springing up 
everywhere — or perhaps it 
would be better to say threatening 
to spring. Most of them haven’t 
jumped very far yet. Some are pro- 
pelled into existence by hope. 
Others are healthy so far as capital 
is concerned. None is cutting much 
of a dash to date and many will 
have trouble getting materials even 
after things open up. Most manu- 
facturers are far more interested 
in filling up the bins of old cus- 
tomers than in taking on new ones. 
Nevertheless, new yards are pop- 
ping up as never before. 
* * * * 
"Holding the Line" 
E JUST BOUGHT a sport 
shirt for $5 (that we didn’t 
like) simply because we couldn’t 
get our regular $3.50 white shirt 
which suits our purposes admir- 
ably. We look like hell in the sport 
model and can’t help but feel that 
Mr. Bowles’ “hold the line” policy 
has some mighty big holes in it. 
* * * * 

The greatest industrial nation on 
earth is now stymied almost complete- 
ly by the worst case of bottle-neck- 
itus ever known to mankind. 
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NEANOISINNG Clizet 


oo LUMBER & Supply 
company, Fitchburg, Mass., 
uses a handbill to invite veterans 
to come to them for complete infor- 
mation on PR-33 for priority as- 
sistance on new housing or remod- 
eling to provide additional units. 
“We have an ample supply of ap- 
plication forms and are ready to 
help you fill out and complete these 
forms and send them to FHA for 
quick processing.” Requirements: 
“You must select a plan for a new 
home and get a completed price on 
same. ... You must show owner- 
ship or option on land and state 
that financing has been arranged 
for.” 
* * * * 

Jack Dionne says: “When you prime 
a pump and only get back what you 
poured in, you are out just the energy 
of pumping and the wear and tear on 
the pump.” 


* * * * 


Wanamaker's "Valley of Vision" 

‘THE EXTENT to which depart- 

ment stores are eyeing the 
home market is shown on the sixth 
floor of Wanamaker’s New York 
store where eight full-size houses 
are on display. Wanamaker’s do not 
sell houses but cash in on the cur- 
rent demand for homes by cooper- 
ating with the manufacturer of 
Johnson Quality Homes and a New 
York bank to make it easy for the 
public to buy them—“Wanamaker’s 
contribution to the solution of the 
critical housing problem confront- 
ing the nation today.” 

Full-page ads in New York dai- 
lies brought thousands of prospects. 
The day the Clinic visited the dis- 
play there were hundreds of people 
critically examining each of the 
eight attractive homes. Six men 
representing the financing agency 
were busy taking applications and 
22 prospects were waiting in line 
for a chance to apply. The houses 
were. semiprefabricated, well 
planned, reasonably attractive, ar- 
tistically decorated, high priced. 
But the public was there in full 
force buying houses hand over fist. 
Needless to say, the display of eight 
full-sized houses on one floor was 
breath-taking. 
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New York City Versus Du Bois, 
Nebraska 
N THE CLINIC’S desk are sev- 
eral full-page ads from New 
York department stores. Also an 
8-page folder done on the mimeo- 
graph by A. L. Scott. Lumber com- 
pany, DuBois, Neb. The full-page 
ads wouldn’t fit DuBois any more 
than the DuBois ad would do the 
job in New York City, but the point 
is they both are excellent and do 
the job in their respective places 
. something that is often over- 
looked in spending money for ad- 
vertising. 
* + x 
“We've always sold the hard part of 
a home (interior decorations and fur- 
nishings). What’s so hard about sell- 
ing the walls, roof and floor?” asked a 
well-known merchandising man _ re- 
cently. 


x % 


Lumber Dealers Will Understand 


ss—T MANUFACTURE ZIPPERS,” 

says David Silberman in a full- 
page ad in the New York Times, 
addressed to the United States Gov- 
ernment ... to labor... to man- 
agement. “I cannot get enough 
tape, I cannot get enough metal, I 
cannot get enough labor... I can- 
not get enough of anything except 
customers. Please, everybody, get 
together and let me make my zip- 
pers.” 

* * * 

“He who employs others abler than 
he is, is abler than they are.” Un- 
doubtedly true but not many have the 
courage to do it. 


x * %* * 


The Way of Washington 
V. SIMPSON, able executive 
* vice-president, West Coast 
Lumbermens association, poses tliis 
one: 

“On my desk is a long dispa‘ch 
from Washington that recites a 
series of measures which CPA is 
considering to increase the plo- 
duction of home-building lumber. 
Beside it is the chief forester’s a- 
nual report, presenting recomme')- 
dations for decreasing lumber pr°- 
duction.” 

You figure it out. It’s too dee} 
for the Clinic. 
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TO BE SOLD AT PUBLIC 


AUCTION! 


11:00 A. M. 
WED. 


MARCH 27, 1946 


WOODWORKING 
Machinery and Equipment 


of the 


AUGUST C. BECK BOX CO. 


513 West Traser St., MILWAUKEE, WIS. 


(Sale to be conducted on the premises) 





FLOORING AND MILL MACHINERY 


Woods Electric Moulder 

Double End Matchers 

Vertical Band Resaws 

Electric Flooring Machines 
Double and Single Head Planers 
Rip and Cut-Off Saws 





BOX MAKING MACHINERY 


Luster-Jordan Lock Corner Machines 
Fischer Rip and Cut-Off Saws 

Box Board Squeezers 

Staplers and Strappers 

Doig Nailers 

Box Board Matchers 

Hand Hole Cutters 

Hooper 20” Two-Color Box Printer 





Allis-Chalmers 300 KW Turbo Generator Set 
Allis-Chalmers 450 KVA-A.C. Generator 


and Corliss Engine 





Also Complete Window Frame Department, 
Saw Filing Department, Dust Collecting Sys- 
tem, Saw Dust Making Unit, 400 Stake Trucks, 


Factory Trucks and Lumber Buggies. 





For Descriptive Circular Write, Wire or Phone 


SAMUEL L. WINTERNITZ & CO. 


Auctioneers, Liquidators & Appraisers 
First National Bank Bldg., Chicago 3, Illinois 
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MILLIONS OF NEW 
PROSPECTS FOR 
PLASTIC WOOD... 


and We’re Going After 
Them in a Big Way! 


Advertisements in 42 national 
magazines throughout 1946 will 
build volume sales for you. 


DISPLAY ... and CASH IN 
on this nation-wide $100,000 Campaign ! 


GENERAL 
Saturday Evening Post American Magazine 
Collier's Liberty 
Ladies' Home Journal Pathfinder 


American Weekly 
Better Homes & Gardens 
American Home 


Good Housekeeping 
Woman's Home Companion 
Cosmopolitan 


TEACHERS 
Junior Arts and Activities Recreation 
Scholastic Magazine — School Arts Magazine 
Teacher Edition School Shop 


CARPENTERS & PAINTERS 
American Painter and 
Decorator 
The Carpenter 


National Painters Magazine 
Painter and Decorator 


MODEL BUILDERS 

Boys’ Life Young America 
Open Road for Boys 
Scholastic Magazine — 

Junior High School Edition 
Popular Science — 

School and College Edition 
American Girl 


Young Catholic Messenger 
Puck — The Comic Weekly 
Air Trails Pictorial 

Air World and Aircraft-Age 
Model Airplane News 


WORKSHOP HOBBYISTS 


Popular Science 
Mechanix Illustrated 
Science and Mechanics 


Home Craftsman 
Popular Homecraft 
Popular Mechanics 


OUTDOORSMEN 
Field and Stream Outdoors 
Hunting & Fishing Outdoorsman 


Outdoor Life 


Be Prepared ! Stock All Sizes! 


BOYLE-MIDWAY INC. 
22 E. 40th St., 5235 W. 65th St., 
New York 16, N. Y. Chicago 38, Ill. 
4820 E. 50th St., 
Los Angeles 11, Calif. 






PLASTIC 
woopD 
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ABESTO COLD ROOF- 
ING ADHESIVES IN 
YOUR STOCK ROOMS 
WILL ANSWER MANY 
OF YOUR ROOF PROB- 
LEMS with complete 
satisfaction for your 
customers and real 
profit for you. 















































Write for our prices, 
free specification sheets 
which have simple dia- 
grams, complete mate- 
rial lists, and instruc- 
tions for laying various 
types of roof construc- 
tions with Abesto Ad- 
hesives and any stand- 
ard brand plain roll 
roofing. 





































































































Abesto Mfg. Corp. 


Dept. 30 Michigan City, Ind. 
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Wood Roof Trusses 


Showing diagrams of a variety of 
styles of wood roof trusses and pic- 
turing some of the trusses in actual 
use is the new leaflet published by 
the American Roof Truss company. 
These connectored trusses can be 
used for garages, factories, schools, 
lumber and material sheds, bowling 
alleys, hangars, stores, etc. For fur- 
ther information write the Amer- 
ican Roof Truss company, 6850 
Stony Island avenue, Chicago 49, 
Ill. When asking for estimates give 
number of trusses needed, span, 
spacing between trusses, and nature 
of building. 


Wall Products Color Chart 


The new 1946 postwar color chart 
for its wall products has been pre- 
pared by the Tylac company. The 
chart pictures a modern bathroom 
styled with Tylac walls and illustra- 
tions of 18 colors in which the com- 
pany’s products are furnished. Tylac 
can be used both in new construc- 
tion and for remodelling, for bath- 
rooms, kitchens, breakfast nooks, 
game rooms, powder rooms, etc. 
The wall products can be obtained 
in plain surfaces or one of three 
styles of scored surfaces. For a 
copy of the new color chart write 
Tylac company, Monticello, II. 


DDT Closet Wallpaper 


DDT insecticide has been incor- 
porated in a new type of ready- 
pasted cedar closet wallpaper by the 
Trimz company. The DDT has been 
dyed to the correct color during 
the manufacture of this new wall- 
paper and so incorporated into that 
product that it is said it does not 
show and will not ru> off. Moths, 
ants, flies, mosquitoes, silverfish and 
many other insects die shortly after 
coming in contact with this new 
wallpaper. It is said to be non- 
hazardous to human beings and do- 
mestic animals. The wallpaper is 
sold in packages containing 48 feet 
of 15-inch paper and two to three 
packages are required for an aver- 
age closet. For further information 
write Trimz company, Merchandise 
Mart, Chicago, III. 
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Sanding Booklet 


A new booklet has been prepared 
that explains the use of the Ster- 
ling portable electric sander, writ- 
ten for anyone engaged in the sand- 
ing of wood, metal or plastics. It 
is available to all those that request 
it by writing to Sterling Tool Prod- 
ucts company, 395 E. Ohio street, 
Chicago 11, IIl., specifying the 
Builder’ Booklet. 


Building Code Folder 


A folder telling about the purpose 
of building codes, giving examples 
of their importance to lumber deal- 
ers, what dealers can do about them 
and the help that is available to 
dealers has been prepared by the 
National Lumber Manufacturers as- 
sociation. The folder has been pre- 
pared in such a way that it can be 
kept as a permanent file on build- 
ing code information. For further 
details on obtaining this folder 
write National Lumber Manufac- 
turers association, 1319 18th street 
N.W., Washington 6, D.C. 


Corner and Frame Strips 


For both inside and outside cor- 
ners where asbestos, asphalt or roll 
siding is used, there is now avail- 
able individual zine corners and 
frame strips. They are said to elim- 
inate the task of fitting siding at 
corners and along window and door 
frames. They are manufactured in 
lengths suitable to any width asbes- 
tos siding or asphalt siding unit, 
and are also available for 5/16 thick 
butt or tapered asbestos siding unit. 
For more complete information 
about Kokomo Korners and frame 
strips write Bugher Manufacturing 
company, 211.S. Main street, Ko- 
komo, Ind. 


Cellar Bulkheads 


Bulletins describing six standard 
design types and three standard 
sizes of cellar bulkheads have just 
been published. Specifications anc 
construction details are included, 
as well as descriptions of the ma- 
terial and hardware used in the 
bulkheads. There are diagrams 
showing minimum and maximum 

















“(We have used INDIAN FIRE PUMPS 


for years . . . They are a definite 
part of our equipment” 


Says 
James E. Peneton, 
Asst. State Forester 
Indiana Dept. of 
Conservation 





Here are excerpts from Mr. 
Peneton's letter: 


“INDIAN FIRE PUMPS are an 
important part of the equip- 
ment used by our fire sup- 
pression crews. Each of our 
fire wardens are equipped with 
two INDIANS. In controlling 
fires they are used to knock 
down the flames or dampen 
the fuel to slow the fire and 
make the heat less intense so 
that a fire line may be con- 
structed." 






















PATENTED 











ADJUSTABLE NOZZLE 


Adjustable nozzle throws fog mist, straight 
pressure stream or coarse spray as required. Siete chews Pessstes Seesten end con 
of his fire fighting crews with their 
INDIAN FIRE PUMPS. When seasoned 


12 Main St. fire fighters speak highly of INDIAN 
D. B. SMITH & CO., ‘i2itinst Hietbae eet 2 
” ws "9 wale talking about. You, too, will find them 


Pacific Coast Branch the answer to your fire protection 
HERCULES EQUIP. & RUBBER CO., 435 Brannan St., San Francisco, Cal. problems. 








— Phone 8115 


~ ae MORE ORDERS WANTED -- 


KD FURNITURE DIMENSION STOCK 
CLEATS -- BATTENS 





With new and increasingly active sources of supply, we can now handle more orders slic: 
for reasonably prompt + Prananatel Send us your orders and inquiries for regular To Mills: 
or specially worked Furniture and Industrial Stock, specially cut-to-length Cleats We can give dependable, 






and Battens, Crating and Plywood. In many cases can ship mixed cars of Cleats, permanent representation 
Battens and Shooks. Also limited amounts of Gum, Oak, Mahogany, Maple and to reliable shippers. Our 
Douglas Fir Panels. business is growing con- 
We also handle commission business in Southern Pine, Western Pine, Spruce and stantly. You are invited 
Douglas Fir, including Douglas Fir Plywood. to contact us. 





Buyers looking ahead should contactus now on their future requirements. 


-L.N. BAGNAL 


P. O. BOX 737 WINSTON-SALEM I, N. C. 
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You have a Drawing 
Account on a Growing 
Lumber Supply 


OZAN’s scientific forest 
management policy is piling up 
reserves of famous 

shortleaf pine on which your 


future sales volume can be 
built. 


Today OZAN, like other mills, 
is finding it difficult to main- 
tain volume, but is doing its 
best to meet its customers’ 
needs so far as possible. 


Qzan LUMBER COMPANY 


Prescott, Ark. 


is your dependable source for 
tomorrow. 














Cuapman & Dewey 
LUMBER CO. 


Memphis, Tenn. 


Manufacturers of “C & D” Brand 


OAK FLOORING 


and 


HARDWOOD LUMBER 


From 


FAMOUS ST. FRANCIS BASIN 
xe 
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stair runs for the three standard 
sizes. A second bulletin describes 
roof access doors and waterproof 
side walk, elevator doors and vault 
covers, with specifications and di- 
mensions. To receive these bulle- 
tins write the Bilco company, 164 
Hallock avenue, New Haven 6, 
Conn. 


Combined Storm, Screen Sash 


With Wind-O-Seal combination 
storm sash and screen, the sections 
can be interchanged from the in- 
side. The pivot ventilating sash 
can be adjusted to many different 
points of ventilation, allowing win- 
dows to be open even in stormy 
weather. All hardware is installed 
and all wood parts are thoroughly 
treated with water proofing and 
primed in a rot proof solution. For 
an illustrated brochure write Mar- 


quart Millwork company, Oshkosh, 
Wis. 


All-Metal Weatherstrip 


Production of a new all-metal 
weatherstrip for outside doors has 
just been announced. Said to be 
easily installed on the bottom of 
any door, it prevents seepage from 
snow, ice and rain and completely 
eliminate under -the-door drafts. 
The weatherstrip is made of heavy- 
gauge brass with a bright natural 
finish which matches many types of 
exsting door hardware. The two 
pieces, attached to the bottom of 
the door and the doorsill, butt firm- 
ly together when the door is closed. 
It can be cut to fit any door three 
feet wide or less: For illustrated 
pamphlet write Lloyd Manufactur- 
ing company, 839 Beacon street, 
Boston 15, Mass. 


Insulation Booklet 


Insulation for storage is de- 
scribed in the new Armstrong book- 
let. It discusses the importance of 
insulation for storage in the fruit 
and produce industry, and describes 
the various types of insulation that 
can be used. The design standards 
are given for cold room insulation, 
describing construction, airproof- 
ing, doors, and finishes, with a 
charts showing temperatures and 
insulation thickness for storage of 
various fruits and vegetables, and 
construction details of a storage 
room which can be built within an 
existing building. To receive this 
booklet write the Armstrong Cork 
company, Building Materials Di- 
vision, Lancaster, Pa. 





Glazing Compound 


Packaged in one and five pound 
cans for the general public, a new 
glazing compound known as “Mas- 
tic-Glaze” in colors was announced. 
The product makes available the ad- 
vantages of glazing compounds to 
the public. It requires no prim- 
ing nor painting over as the prod- 
uct adheres tightly to both wood 
and steel sash and the selection of 
the right color to match the color 
of the sash eliminates the need for 
painting over. Said to be weather 
and waterproof, it protects sash 
against rot or rust. For further 
details write the Tremco Manufac- 
turing company, 8701 Kinsman 
road, Cleveland, Ohio. 


Outdoor Oven Fireplace 


The Outdoor Oven Fireplace is 
designed for use anywhere. The 
heavy gauge steel unit forms the 
heart of the fireplace, and the stone 
or brick walls are trimming for 
built-in permanency. Coming all 
assembled, it need only to be un- 
crated and placed on a substantial 
foundation. The exterior can be 
designed to blend with any archi- 
tecture. It has patented heat di- 
rectors, adjustable grates, built-in 
smoke control, large baking oven, 
controlled draft, and burns any 
fuel. For further information write 
Outdoor Oven Fireplace company, 
1477 Part street, Hartford, Conn. 


Roll-Door Cabinet 


This new rolling door cabinet is 
designed to fit under a regular wall 
cabinet and provide extra storage 
space for small items, without in- 
terfering with the normal use of 
the counter below. It has_ two 
shelves which provide space for ar- 
ticles such as spice, salt and pepper. 
Made of white enameled steel, it 
has a door of burnished steel strips 
which slide up and back out of 
sight. For further information 
write Youngstown Kitchens, Mul- 
lins Manufacturing company, War- 
ren, Ohio. 


Hydraulic Waterproofing 


Bondex Hydraulic Waterproofinz, 
designed for stopping serious leaks 
occurring in basement walls, co1- 
tains ingredients never before used 
in a product of this type. Unlike 
Bondex waterproof cement paint, 
which was never intended to v 
more than bond with the surface 
and close up tiny surface cracks. 
the new material is recommended 
by the company for treating major 
cracks and breaks. The powdei, 
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00.J.Silbernagel 
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QUALITY COMES 
FIRST IN THE 
PRODUCTION OF 


LUMBER PRODUCTS 


Southern Brand has won its enviable reputation 
for quality on well manufactured and correctly 
seasoned lumber products. Because it is 
our purpose to maintain and further that 
reputation, our present efforts are directed at 
overcoming obstacles which are still hindering 
quality production. That accomplished, you 
and your trade may again look to Southern for 
a sustained supply of well manufactured, 
correctly seasoned, soft textured Arkansas 
Soft Pine lumber, trim and mouldings, also 
Southern Brand hardwood lumber and flooring. 


SOUTHERN LUMBER ComPANY 


WARREN, enamel 






We Grow Our 


Own Trees 








—For Today And 
For The Future 











Another Amerock Feature 


WINGED-BOLT CATCHES 





Extra-long throw ot sliding bolt moving 
parallel with door assures perfect opera- 
tion at all times regardless of ordinary 
swelling or shrinkage of door. Improved 
precision winged-latch bolt mechanism 
(Pat. No. 2,233,278) is made for lifetime 
service and requires no lubrication for 


smooth, positive action. Reversible — 
easily applied to right hand or left hand 
doors up to 1%” thick. Two strikes in- 
cluded for flush or overlapping doors and 
for under-shelf application. 

Ask Your Jobber! 


{ GENUINE 
! 
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PRODUCTS 


AMERICAN CABINET HARDWARE 


CORPORATION 


ROCKFORD, ILLINOIS 





We solicit inquiries for 


TROPICAL 
HARD AND SOFT WOODS 


Our specialty round 
Cedro Macho (caobilla) logs 


INTERNATIONAL 
TRADING CORP. LTDA. 


P.O. Box 215 
Port Limon, Costa Rica 
Via Air Mail Only 











e Low Cost 
Toxic-Water Repellent 
Preservatives 


Chlorinated Phenol Toxic Base. , 

Positive protection against Rot, Fungi, - 
Termites, Excess Moisture, etc. , 

Formulations to meet all official specifica- 
tions. 

A profitable retail item for Lumber Yards. 








Write for technical data, tests, samples, etc. 


CRE-0-TOX CHEMICAL CO. 





MEMPHIS, TENN. 








mixed with water on the job as 
needed, sets slowly and may be ap- 
plied with brush or trowel. It 
comes in 5 pound packages and 25 
and 100 pound drums. For further 
details write the Reardon company, 
St. Louis, Mo. 


Overhead Doors 


A new pamphlet describing the 
various industrial and home uses 
for overhead doors has been pub- 
lished. Pictures are various styles 
for residential garages with solid, 
single-glass light design. The doors 
have full width glass lights, extra 
steel-backed protection, no outside 
bolt-heads, and spring balance for 
ease of operation. Construction de- 
tails and specifications are shown 
in detail. To receive the booklet 
write the Clark Door company, 515 
Hunterdon street, Newark 8, N. J. 


Builders’ Hardware Book 


Just off the press is a new cata- 
log of builders hardware illustrat- 
ing items produced in. cast brass, 
bronge, aluminum and nickel silver. 
It includes entrance doorhandles, 
door pulls, knockers, lever handles, 
pull plates, letter drop plates, hinge 
plates, sash lifts, casement window 
fasteners, chimney letters, pull and 
push bars and thresholds. To re- 
ceive the catalog write Erco Manu- 
facturing company, 4010 W. Mont- 
rose avenue, Chicago 41, III. 


Cedar Fencing Catalog 

Describing a variety of pre-fab 
fences, all constructed of northern 
Michigan white cedar, is a new 
book illustrating a number of styles. 
There are pickets, colonial, stockade, 
rail, rustic, flower bed and split 
peeled sections that can be com- 
bined in a number of ways. In 
addition there are pictures and 
descriptions of seat arbors with ta- 
ble, children’s playground equip- 
ment, lawn chair, picnic tables, and 
ornamental railings. For a copy of 
the catalog write Fence Company 
of America, 618 S. Dearborn, Chi- 
cago 5, IIl. 


Fluorescent Diffuser 


The new Guth PFC-100’s, ‘“4- 
foot” white plastic diffusers snap 
on or off 40-watt (T12) fluorecent 
lamp, reducing lamp brightness 30 
percent and yet are said to be more 
efficient than glass diffusing panels. 
The new diffuser has a spring-like 
patented design that grips the lamp 
along its entire length to afford 
cleaning and relamping. Snug-fit- 
ting PFC 100’s help shield lamps 
and confine heat of lamp itself for 
more consistent operating tempera- 





ture. For further information 
write the Edwin F. Guth company, 
2615 Washington avenue, St. Louis. 
Mo. 


Cigarette-Burnproof Panels 
Shown to Mechanical Engineers 

New frontiers for old and new 
wood products were demonstrated 
at a recent meeting of the Washing- 
ton chapter of the American So- 
ciety of Mechanical Engineers held 
in Washington, D. C., at the wood 
products development shop and 
wood chemistry laboratory of the 
Timber Engineering Company. 

Production of waterproof, cigar- 
ette-burnproof wood panels with a 
hydraulic hot plate press were ex- 
hibited by Herman Knauer, shop 
mechanic. A new and improved 
method of wood pulping with spe- 
cific application to hardwoods for 
making various types of wall boards 
and molded products from hard- 
wood waste was explained by Stan- 
ley Sibelius and Carl Levy of the 
Wood Chemistry department. 

Other wood product demonstra- 
tions were presented by J. L. 
Stearns, superintendent of the Teco 
shop-lab; Robert Blumenstein and 
Charles Hoffman, wood technolo- 
gists; C. V. Harlan, wood turner; 
John Reno of the National Lumber 
Manufacturers Association, and Dr. 
Eduard Farber, chief chemist for 
the Timber Engineering Co. The 
latter organization is affiliated with 
the NLMA. 


Savogran Company Opens New 
Pacific Coast Branch Office 

The Savogran company, Boston 
and Chicago, announces the open- 
ing of its new Pacific Coast office 
and plant at San Carlos, Calif. In 
charge of the new branch is Calvin 
L. DeGroat. 


Youngstown Kitchens Name 
Managers for 14 Regions 

Managers have been assigned to 
14 of the 15 national regions set 
up by the Youngstown Kitchen di- 
vision of Mullins Manufacturing 
corporation, it was announced by 
Charles A. Morrow, vice president 
in charge of sales. They are George 
Duge, Cleveland; G. W. Hipple, Chi- 
cago; R. S. Mathison, Redwood 
City, Calif.; M. L. Ondo, Washine- 
ton, D. C.; J. W. Purvis, Detroit; 
D. F. Sembach, Kansas City; D. F. 
Ruchs, Birmingham; D. E. Parks, 
Mt. Morris, N. Y.; F. T. McDonald, 
Phoenix; H. E. Counselman, Mil!- 
waukee; R. W. Hogue, Louisville, 
and A. L. Reaves, Boston. Lieut. 
Col. Morris D. Durham will be in 
Dallas and Lieut. James C. King 
in Atlanta. 
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White River is Growing New Timber 


The new growth on White River tim- 
berlands is expected to provide the 
giant White River mills with saw logs 
for as many years. as man can see 


ahead. 


Special precautions are taken to 
guard against fire—and with success- 
ful fire protection and modern forest 
practices, White River should have 
adequate timber resources for prac- 
tically indefinite operation. 
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New Growth on Lands Logged Off 15 Years Ago 


WHITE RIVER LUMBER COMPANY 


Enumclaw, Wash. 
Since 1896 Douglas Fir — West Coast Hemlock 
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HUTHER BROS.*% SAW MFG. CO, 
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PATENT INSERTED TOOTH GROOVER : ’ FIRTHITE TIPPED SAW FIRTHITE TIPPED SAW 
Firthite Tipped Inserts Inserted Type, for Wood Solid Type, for Wood 


LONG-LIVED SAWS FOR LONG-RUN ECONOMY 


Firthite Tipped Saws made by Huther Bros. Saw Mfg. Teak, Fire-proof Lumber, Plywood, Linoleum, etc. 


Co. are made to stand hard service and are, there- Huther Bros. have long taken special pride in the 
fore, long-lived Saws insuring long-run economy to the quality of their manufacture, and the service and 
user. These saws are used for cutting hard Masonite, satisfaction all Huther Bros. saws give the customer. 


Write for Huther Bros. Catalog No. 60 


‘. HUTHER BROS. SAW MFG. CO., Rochester, New York 
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Washington Builders Fear “Rash of 
Microscopic Houses” Across Nation 


HE CALENDAR doesn’t like 
T to use words and phrases that 
have the color of political par- 
tisanship. This page isn’t political; 
and it stays away from the stuff 
except in cases where politics and 
business get so badly tangled they 
have to be handled together. 
Events in Washington continue 
to be turbulent and even disorder- 
ly. The past couple of weeks they 
have come thick and fast; and a 
good many have been hard to take. 
Readers of course are absorbed, at 
the time, in the vast and fairly in- 
credible housing plan. 


Housing Program 

The so-called GI Housing Pro- 
gram looks queer. Any way you 
slice it, it continues to look like 
what it is; only more so. 

Of course the industry will do 
all it can to meet any genuine 
housing need; but the industry 
would like to meet a genuine prob- 
lem with a genuine solution. 

Mr. Wyatt has not only contin- 
ued to stand by his enormous fig- 
ures in regard to needed housing 
units but has increased them ma- 
terially. He says that the real need, 
for the next two years is not 2,700,- 
000, as originally stated. It is 
3,200,000. The Washington Post 
quotes an unnamed “housing ex- 
pert” in regard to Mr. Wyatt and 
his program: “He doesn’t know it 
can’t be done—so maybe he can do 
it.” 

The Washington News says, 
“The need for homes is urgent. We 
want Mr. Wyatt to succeed.” Well, 
we want Mr. Wyatt to succeed in 
meeting the housing problem. But 
to build some millions of tiny 
houses? That is different. Wash- 
ington builders look at that $6,000 
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limit with gloom. They say it’s pos- 
sible to build a house in the deep 
South or perhaps in the Southwest 
for this sum and to have a livable 
house. Washington considers itself 
a southern city; but houses here 
have to be built to withstand mod- 
erate cold; which can’t be done at 
the price limit named. A _ local 
lumberman says he can think of 
no surer way to depreciate all hous- 
ing values than to spread a rash 
of microscopic houses across the 
country, before the actual demand 
is known and before the rightful 
locations have been determined. 


Housing Legislation 

The Patman bill will have been 
dealt with in the House before this 
copy of the AMERICAN LUMBERMAN 
reaches your desk. The one real 
battle will be over the pricing of 
existing houses; a provision that 
will be contained in an amendment. 
The proposal is that the first sale 
price of a given house, after the 
bill becomes law, will be the ceiling 
for that particular house so long 
as the emergency lasts and the law 
is in effect. 

It’s generally believed at the mo- 
ment that the so-called incentive 
pricing, to promote the production 
of building material, will be ac- 
cepted by the House; despite the 
reluctance of Congress to pass any 
more subsidy legislation. Liberali- 
zation of insurance guaranties 
probably will be accepted. 


Not precisely legislation, since . 


it’s to be done by executive order, 
is the restoration by the Civilian 
Production Administration of prac- 
tically full wartime priority and 
allocation regulations. There’s been 
so much backing and filling about 
these matters that the Calendar is 


waiting for the formal release; 
something due out at any time. We 
understand that L-41, if not by that 
name at least in effect, is to be re- 
vived. Mr. Wyatt is quoted as say- 
ing that “a simply shocking amount 
of labor and materials is going into 
nonessential construction.” 

A recent grapevine flash is to the 
effect that a method for limiting 
the price of a building lot for a 
GI house is in the works. 

The Wagner-Ellender-Taft bill is 
being pushed hard by the National 
Housing Administrator; a bill to 
which the NRLDA objects at every 
point. 

The factor that stumps the expe- 
rienced dealer is the amount of 
materials so casually mentioned as 
needed in the program. One list, 
when broken down, allotted 120,000 
feet of lumber and six inches of 
cast iron soil pipe to each $6,000 
GI house. This evidently was the 
work of a news reporter unfamiliar 
with construction arithmetic. But 
when the figures are corrected to 
a plausible amount per house, it 
still does not appear where the ma- 
terials will come from. 

This industry needs a couple of 
things, if it is to produce the lum- 
ber needed in this huge program. 

The first is a rational adjustment 
of prices. Some leaders of the in- 
dustry would like to have the OPA 
retired to its eternal rest. That 
isn’t likely to happen in the imme- 
diate future; but if we can seitle 
for a fair adjustment of prices, so 
that a producer isn’t punished for 
producing, that’ll be something. 
The immediate granting of the 5P 
increases, without waiting and 
without suffering aggravated loss- 
es, is a case in point. 

The second item is skilled labor. 
This item, at best, will take time; 
and all frame construction, custom 
built and prefabricated alike, will 
have to wait for it. 

While no one, in these heady 
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Sash &A Door 
Company 


WHOLESALES PACIFIC COAST 
LUMBER PRODUCTS 
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Sales Office: 

a 542-543 
du Pont Building 
Miami 6, Florida 
P. O. Box 1054 
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44’ McDONOUGH VERTICAL BAND RESAW 


BELT OR MOTOR DRIVEN 





Made left hand only. Power Required: 20 H. P. 
Bearings: Heavy duty ball bearings. Saws: 5” wide; #19 ga.; 23 ft. 4” long, 
Wheels: 44” diameter; 4!/2” face to carry 1%4” teeth. Saws not furnished as regu- 
5” saw, taper bored. lar equipment but carried in stock as 
Top Wheel Shaft: Alloy steel, 23%” in extra for convenience of users. 
bearings on each end. Feed Rolls: Four driven rollers 4'/.” diam- 
Lower Wheel Shaft: Alloy steel, 3'/2” full eter with independent adjustment for — 
length, supported on outside of wheel alignment with saw. 20 to 75 lin. ft 
by hanger from column, to eliminate per min. 
overhanging wheel. Maximum opening 12'/2”—6/4” each side 
Saw Strain: Sensitive knife edge type with of saw line. Inside rolls flexibly mounted 
gauge to indicate strain. Pris gauge sawing. ' 
en ; an be set for center or gauge sawing 
yO ee en epeNG and tilt for bevel siding. 
Maximum Depth of Cut: 25”. Feed Roll Drive Mechanism: Variable 
Extreme Height from Floor Line: 6 ft. 3!/2”. speed, self contained; friction drive 
Floor Space Required: 4 ft. 10/25 ft. 1”. mounted inside of column, exclusive on 
Speed: 600 R. P. M. this resaw, eliminates danger of contact 
with large number of moving parts ex- 
posed on all competing machines. 
Belt Drive Machine with 16”x8!/2” pulley: 
Net weight 5,000 Ibs.; shipping weight, 
skidded and crated, 5,400 Ibs. 
Motor Driven Machine: with built-in 20H. 
P. electric motor and ‘'V"' belt..drive; 
net weight 5,800 Ibs.; shipping weight, 





skidded and crated 6,200 Ibs. Starting 
switches and controller not furnished. 








Write for Complete Information 





McDonough 
Manufacturing Co. 


INCORPORATED 1888 
EAU CLAIRE, WISC. 
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PAUL B. BERRY 
Grand Rapids 6, Michigan 


If you can furnish any of the following 
(or anything else) write or wire me. 


1 or more cars 4/4” & thicker. but 
mostly 4/4" Pine, Maple, Birch, Beech, 
Poplar, Gum, Willow, Oak. Magnolia. 
etc. Prefer upper grades but can use 
crating. etc., grades also. KD or AD, 
Rough or surfaced. Can use RWA4L, 
dimension, shorts, etc. Write or wire 
me of anything you have available. 
Send me your stock and price lists. 














Here is a brand of flooring you can 
build business on. For satisfied cus- 
tomers, stock and sell “Diamond 
Hard” Maple and Birch flooring. 


J.W. WELLS 


LUMBER COMPANY 


MANY EF TWRERS 












LINDSEY ~ se2n0 
an 
Self-Loading 2212" 


Skidders 


are used with 
either team or 
tractor. On 
short hauls, 
snaking, and 
bunching logs, 
they are unex- 
celled. 








WAGON CO. 
Sole Manufacturers 
Laurel, - Miss. 
WANTED 
CHERRY—4/4, 5/4, 6/4 & 8/4, +2 Com&Btr os 
ou 
Birch - 4/4, 5/4, 6/4 & 8/4, #2 Com. & Btr. 
Basswood — 4/4, 5/4, 6/4 & 8/4, £2 Com. & Btr. 
Poplar - 4/4, 5/4, 6/4 & 8/4, 72 Com. & Btr. 
S. Maple - 4/4, 5/4, 6/4 & 8/4, Com. & Btr. 
H. Maple - 4/4, — — & & Btr. 


8/4, £2 Com. Btr. 
-44—- — _- Com. Btr. 


Beech & 
WARREN ROSS LUMBER CO. 
Falconer, N. Y. 








FOR SALE 


A complete sprinklered SAW MILL, [petuging 2—t6 
Mitts Merrill Hogs with 150 H.P. slip ring Motors, 
i—8’ ros. Band Mill, Nigger, Steam Set Works, 
Kicker, Slasher, Trimmer, Edger, Lumber Cars. 
i—Completely equipped Planing Mill. 
i—Baldwin 27 ton and i—Baldwin 57 ton standard 
jauge Locomotives, 
Locomotive and Car Repair Shop, Machine Shop, 
Blacksmith Shop, Carpenter Shop, Rail, Tank Cars, 
Fiat Cars. thy sr irlags, Valves, Tools, Supplies. 
Part é Lig ul ATION 0 Newberry, Lumber & Chem. 
be © Newberry or write Newberry le 
Co., P. 0. Box 295, Newberry, Michigan. . 
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times, wants to stick his neck out 
in questioning any GI program, 
there are experienced builders and 
lumbermen, who have seen the ebb 
and flow of housing demand, who 
are wondering if the current pro- 
posal is going to be really a bene- 
fit to the service men. Sure enough, 
many of these men are desperate 
for shelter. The fact that some- 
thing should be done does not mean 
that any plan, just any one, is 
bound to be good. Because the av- 
erage GI can’t afford much rent or 
much investment, it’s proposed to 
build him a house he’ll not want 
at all in five years. No one else is 
likely to want it, except on bank- 
rupt or slum terms. 

Is that too harsh? Are the won- 
der-workers really about to pass a 
miracle? Sure enough, we’re ready 
to be convinced. But this is an old 
industry. It has been reviled often 
and has lived to see its traducers 
fail to better or even to equal its 
performance. Unless the theorists 
really can deliver, they’re playing 
fast and loose with the service men. 
Can’t we afford time enough to be 
right about a twenty-billion-dollar 
project? 


Planning Against Deflation 


The Roosevelt Administration 
was taking thought, while the war 
was still on, about meeting business 
problems of the postwar period. 

In the middle of ’44, a man in the 
top policy circle told us about some 
of these postwar estimates. In his 
opinion there was a serious danger 
of postwar deflation soon after Vic- 
tory Day. He pointed out the fact 
that for at least eighty years each 
U. S. war had been followed by a 
sometimes brief but always painful 
price collapse. 

Our informant said there were 
special reasons to fear it this time. 
For instance, the number of indus- 
trial workers during the war was 
the largest in history; and it was 
a serious question if a big enough 
domestic and foreign market could 
be developed to keep them all or 
nearly all employed. Furthermore, 
engineering practices developed 
during the war years made pos- 
sible the manufacture of goods 
with a smaller investment of work- 
er hours in each unit. Then the 
difficulties of the change-back 
might mean long and extensive un- 
employment. While so-called war 
savings are highly important to all 
business, a very large part of the 
consumer market must depend upon 
the current income of the custo- 
mers; including, of course, indus- 
trial wages. Any extensive unem- 


ployment would- be disastrous. 

There were two policies proposed 
to meet such a period of deflation, 
if and when it appeared. 

The first was to keep steel output 
up to at least eighty percent of full 
production capacity and to do it, 
if necessary, by means of subsidies, 
Steel is a key material; necessary 
in nearly all industrial production. 
A reasonably large output of steel, 
at reasonable prices, would be a 
great aid in keeping other and sec- 
ondary industries going. Our in- 
formant said he didn’t admire big 
steel, at least as a social phenome- 
non; and neither did he like subsi- 
dies. But because it was a key ma- 
terial, some aid to steel would have 
very large beneficial effects upon 
all industry; and if any one knew 
a better and quicker method than 
the payment of subsidies, the infor- 
mation would be welcome. 

The second policy, in handling 
deflation on an emergency basis, 
was to keep industrial wages up. 
This would have to be done in con- 
nection with the encouragement of 
general production, mentioned 
above. Fewer workers would be 
laid off, in the long run, if wages 
were maintained; because these 
wages made the markets for indus- 
trial goods. Prices should be con- 
trolled; thus assuring that more 
consumer goods could be bought 
with the funds actually available. 

The above, of course, is thor- 
oughgoing New Deal policy. Note, 
however, that it was to be a tem- 
porary and an emergency affair; to 
be used only if a deflationary pe- 
riod followed the war. 

Perhaps the current Administra- 
tion expected prices to collapse. 
In any event the big unions felt 
they had been invited to ask for 
higher wages; which they have 
done. And how! There has been 
much drum-beating about “holding 
the line;” and some questionable 
methods, such as delayed price ad- 
justments and retail absorption of 
added manufacturing costs, have 
been used to keep consumer prices 
down. The first real bend in the 
line came with the increase in the 
price of steel; the “key material.” 
True enough, it came as a price 
increase and not as a subsidy; and 
that may be important in under- 
standing what has happened. 

“It is interesting to note that, in 
at least a rough way, the present 
Administration has followed the 
tentative formula of ’44; but with 
one important exception. Pennsyl- 
vania Avenue didn’t wait for defla- 
tion before opening fire. What it 
has on its hands now is a pretty 
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definite rash of inflation. Says the 
United States News: “Inflation is 
actively under way in this country 
right now. This inflation is occur- 
ring while people still are wonder- 
ing if and when it is going to oc- 
cur.” 
Meeting Inflation 

While the post-war nose dive is 
still possible, say, when general 
production catches up with and 
passes the available consumer cash, 
it very clearly hasn’t occurred yet. 
In fact the new York Times an- 
nounces that there is general agree- 
ment “that the chief economic dan- 
ger in this country today is infla- 
tion.” 

Some curious items issue from 
the Washington storm. One, for in- 
stance, is the fact that price con- 
trol, in the main, is a defense 
against deflation rather than 
against the upward spiral. Sure 
enough, price control does have its 
theoretical place as a temporary de- 
fense against inflation. One item 
often mentioned is the control of 
rents in an area where an insuffi- 
cient number of houses can be built. 
Otherwise, without a _ limitation, 
rents would go out of sight on a 
real inflationary spiral. But in the 
main, higher prices of goods are 
the effect and not the cause of in- 
flation. The real cause is the in- 
crease in the money supply in re- 
lation to the supply of goods. Hence 
a rigid, stifling price ceiling that 
stops production can and does in- 
crease rather than prevent infla- 
tion. Another cause is what Mr. 
Eccles calls the “monetization” of 
the public debt. Banks are said to 
own about forty percent of the Fed- 
eral bonds; and these bonds can be 
used as a basis of bank credit. It’s 
said that the supply of money in 
this country is almost three times 
as large as it was before the war; 
and, up to now, the supply of con- 
sumer goods hasn’t closed much of 
the gap. Those who should know tell 
us that it’s the public debt which 
will keep the Federal government 
Involved in the regulation of pri- 
vate buiness. 

Mr. Bowles now says, getting 
back to detail, that production is 
the one real defense against infla- 
tion. At least it’s one such defense. 
So he says he stands ready to ad- 
just prices promptly when it ap- 
pears that the regulations are sti- 
fling production. 

If some distribution control is 
necessary, and even Congress seems 
to be coming reluctantly to that 
point of view, then it still isn’t cer- 
tain that price control is as good 
aS allocation. 
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Tremendous Backlog Demand for... 
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CO | ENDLOKT 


LUMBER 


Under the tremendous pressure of backlog demand, mills will 
be tempted to eliminate every possible finishing operation. 

At Essco mills this is considered false economy. Take, for 
example, the two extra operations involved in bringing you 
End-Lokt lumber. - 

It is belt fed on speedy two-headed machines. Shown here is 
the machine head which cuts the tongues on one end, which 
precisely match the end grooves cut by the’ other head of the 
machine. A grader closely inspects every piece and passes to 
the bundling machines. 

The additional time required to precision tongue and groove 
the ends is more than offset by the extra footage of quality lum- 
ber recovered. Actually the production of finished lumber from a 
given timber cut is materially increased. In the face of existing 
logging conditions, this is an advantage that will stand you in 
good stead. 

End-Lokt lumber brings eleven other advantages all along the 
line—in transportation, in yarding and on the site. 


EXCHANGE SAWMILLS SALEs CO. 


1111 R. A. LONG BUILDING 
Southern Pine ° 


KANSAS CITY 6, MISSOURI 


Southern Hardwoods 2 Ponderosa Pine e 











West Coast Woods 





we LUMBER that is “engineered” for 


greater beauty, size, strength, 
lightness, weather-and-wear resis- 
tance characteristics. i 


FROM THE FORESTS OF THE WORLD - Fir, Pine, 





*WOOD 


Gum, Birch and Figured Woods. Waterproof and technical 
plywood a specialty. Write for” Teleply Ticker” Warehouse Stock List today. 


AETNA PLYWOOD & VENEER, 1732 ELSTON AVE. © CHICAGO 22, ILL. 











SPOT CORD 





— 


6.0 & sat cen, REG- U.S. PAT. OFF. 


— the most durable material for hanging windows 


SAMSON CORDAGE WORKS 
BOSTON 10, MASS. 























Cut It 
COR -.rect- LEY 


with a 


CORLEW, 


CORLEY MANUFACTURING CO., CHATTANOOGA 1, TENN. 


MANUFACTURERS OF 


\ SAWMILLS & SAWMILL MACHINERY 














H. B. Jordan, Gen. Mar. C. M. Jordan, Treasurer 
C. W. Jordan, Sales Mgr. J. B. Deutsch, Detroit Mgr. 
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Clarke County Lumber Company 


Wholesale Forest Products 


Manufacturers Boxes, Shooks, Pallets, 
Crating and Fabricated Items. 





J = * 
Phone: TEmple 1-2924 Phone: L. D. 167 
834 Maccabees Bldg. Anderson Building 
DETROIT 2, MICH. THOMASVILLE, ALA. 


As soon as the present 
abnormal lumber situa- 


. 


ee acti EEF tae ee ded 
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; tion clears, buyers can 
: ee depend on it that we'll 
PINE, CEDAR, resume dependable 
KEMLOCK service in western woods 

as quickly as possible. 


LO OBB AM SES 


‘THE.GRISWOLD [rs] LUMBER Co.|. 1A 
____ FAILING BLOG. PORTLAND,ORE. | "%: 








American ohi23555 Load Binder 


Bestia, WINGER: (Goodyear Pattern 






hree sizes. Write for 
circular and full infor- 
mation. 

“‘American” tine of Log- 
ging Tools and Appl. 








' RAINELLE, W. VA. (: 


All “Cream of the 
West Virginia } H ar d woo d sy Appalachians” 


STEPPING & RISERS FLOORING--Red & TRIM & MOULDINGS Solid or Edge-Glued 
Oak & Birch White Oak, Maple, Chestnut, Ash, Birch. Dimension Map'e, 
BEVEL SIDING-Poplar Birch and Beech Poplar, Qak, Basswood Oak and Poplar 








KNIGHT SAW MILLS 


All lron & Steel Construction 
DOGS, SET WORKS, EDGERS 
Manufactured by 


THE KENT MACHINE COMPANY 








117 Portage St. Cuyahoga Falls, 0. 











March 2, 1946, AMERICAN LUMBERMAN 











OPA Increase Fails to 
Encourage Southern 
Pine Producers 

The increase of $3.25 for South- 
ern Pine authorized by the OPA is 
not expected to increase production 
very much. Some producers were 
holding up carload shipments until 
the order became effective; others 
are expected to pay little attention 
to it as the increase is not enough 
to draw them away from the black 
market. The increase is not $3.25 
“across the board,” only an aver- 
age. 

Despite this gloomy news for 
producers of Southern Pine, they 
have announced a production drive 
for lumber to build GI homes. The 
details of the drive have not been 
worked out. Lumbermen anticipate 
plenty of problems, however, with 
the government insisting on _rais- 
ing minimum wage levels. 

Larch, also called western tam- 
arack, is second in the running of 
the tree harvest taken from the 
national forests of the northern re- 
gion, says the Department of Agri- 
culture report. This species amount- 
ed to 21.9 percent of the total cut 
of all sawlogs. It has shown a re- 
markable year-by-year increase 
from 2.9 percent in 1940 to the cur- 
rent figure. 

Until now Larch has been used 
chiefly in framing and concrete 
forms, but huge stock piles are ex- 
pected to be used soon as transmis- 
sion line poles for the Rural Elec- 
trification Administration, since 
this species has been approved by 
the American Standards Associa- 
tion for this purpose. 

By contrast, western white pine, 
considered the most commercially 
valuable timber of the northern re- 
vion has shown a decline in volume 
production over the same five-year 
period. In 1940, the white pine cut 
was 60.7 of all sawlogs taken, while 
in 1945 it dropped to 13.2. Tim- 
ber-conscious operators are 
attempting to conserve this species, 
Since white pine is decreasing and 
is More expensive to produce. 

Ponderosa, with 28.7 percent of 
the total, outstripped other timber 
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types in percentage cut. The Mon- 
tana cut of ponderosa exceeded the 
total taken from either Idaho or 
the Colville Forest in eastern Wash- 


ington with 32,368 board feet. 
Douglas fir was next in line with 
a percentage cut of 19.5 percent 
for the whole region. 

Idaho had the greatest cut of all 
sawlogs with a total of 124,945 
thousand board feet compared to 
Montana’s 97,105 thousand board 
feet. Idaho also led other states 
on miscellaneous products. Fence 
posts were the chief item followed 
by poles and piling. 

A turning point in the forest 
economy of Montana was reached, 
according to a Department of Ag- 
riculture report, by the recent sale 
of 4,500 acres of lodgepole pine 
timber on the Lewis & Clark Na- 
tional Forest near White Sulphur 
Springs to the MacGillis and Gibbs 
Co. of Milwaukee, Wis. 

The sale included about 300,000 
poles and 30,000 cords of pulpwood, 
with unestimated quantities of saw- 
logs, piling and other products. 
The bid for the combined timber 
products on the area totaled ap- 
proximately $150,000. 

This sale, the government report 
indicated, points the way to a wider 
use of Montana lodgepole pine for 
power and telephone poles, pulp- 
wood, cable guard and fence posts, 
sawlogs, ties and other products. 
Eastern Montana, where over three 
million acres of this species in com- 
mercial stands have been largely 
overlooked heretofore, is expected 
to benefit greatly by the sale. Pay 
rolls and returns from this first 
sale, which will extend for three 
years, will amount to over two mil- 
lion dollars for local harvesting and 
processing alone. 

MacGillis and Gibbs plan to in- 
stall pole peeling machinery and the 
latest type of equipment, possibly 
a treating plant. 


Current Statistics on 
Output and Distribution 

Lumber shipments of 421 mills 
reporting to the National Lumber 
Trade Barometer were 3.7 percent 
above production for the week end- 


MARKET ANALYSIS 


ing Feb. 16. In the same week 
new orders of these mills were 8.6 ,. 
percent below production. Unfilled 
order files of the reporting mills 
amounted to 87 percent of stocks. 
For reporting softwood mills, un- 
filled orders are equivalent to 32 
days’ production at the current 
rate. Gross stocks are equivalent 
to 36 days’ production. 

For the year-to-date, shipments 
of reporting identical mills exceed- 
ed production by 10.3 per cent; or- 
ders by 13.6 percent. 

Compared with the average cor- 
responding week of 1935-1939, pro- 
duction of reporting mills was 4.2 
percent above; shipments were 14.3 
percent below; orders were 24.1 
percent below. 


Southern Pine 


Production of Southern Pine by 
112 mills (85 units) for the week 
ending Feb. 16 as reported to the 
Southern Pine Association totaled 
14,734,000 feet. This is 21.67 per- 
cent below the three-year average 
for the same mills. Shipments dur- 
ing the week ended Feb. 16 totaled 
15,315,000 feet of 3.94 percent 
above output. Orders placed were 
for 13,588,000 feet, 7.78 percent 
below production. Total stocks on 
hand at the end of the week were 
118,176,000 as against unfilled or- 
ders for 94,945,000 feet. Unsold 


pine stocks on hand stood at 23,- 
231,000. 


Northern Pine 


Production of Northern Pine by 
the five mills reporting to the 
Northern Pine Manufacturers As- 
sociation totaled 240,000 feet for 
the week ending Feb. 16. The same 
week a year ago the cut was 215,- 
000 feet. Shipments during the 
current week were 880,000 feet and 
new business booked totaled 585,- 
000 feet. Unfilled orders Feb. 16 
stood at 6,310,000 feet and gross 
stocks were 29,795,000 feet. 

In January, according to the 
monthly report of the association, 
there was no production whatever, 
compared with a production of 
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755,000 feet in January, 1945. 
Shipments for January totaled 4,- 
685,000 feet and orders 4,950,000. 


Western Pine 


Ninety-four mills reporting to 
the Western Pine Association for 
the week ending Feb. 16 cut 31,- 
269,000 feet. The same week a year 
ago, the cut was 50,411,000 feet. 
Shipments the same week this year 
were 36,285,000 feet, 16 percent 
above production. Orders accepted 
in the current week were five per- 
cent below production. Unfilled or- 
ders on hand Feb. 16 totaled 241,- 
393,000 feet with gross stocks at 
575,586,000 feet. 


West Coast 


Fir and other west coast mills 
reporting to the West Coast Lum- 
bermen’s Association cut a weekly 
average of 103,874,000 board feet 
of lumber during the month of Jan- 
uary (5 weeks) or 71.7 percent of 
the 1942-1945 average. Orders for 
the first five weeks of 1946 break 
down as follows: rail, 340,734,000 
board feet; domestic cargo, 59,455,- 
000; export, 65,867,000; local, 58,- 
878,000. Cumulative production for 


the first five weeks this year to- 
taled 519,369,000 board feet; com- 
parative figures for the same pe- 
riod in 1945 was 736,071,000. The 
industry’s unfilled order file stood 
at 702,728,000 board feet at the 
end of January. Gross stocks stood 
at 391,706,000 feet. 


In the Market Centers 


SEATTLE 


Winter weather continues to slow 
production in this area. Snow is 
deeper than usual and many camps 
have been forced to close in the 
foothills of the Cascade mountains. 
A housing shortage has delayed 
the return of many men to the 
woods. Log inventories as of Feb. 
1 show a drop of approximately 
42 million feet on Puget Sound; 
10 million feet on Grays Harbor 
and 49 million feet on Columbia 
River as compared with logs on 
hand Jan. 1. 

OPA prices are expected to in- 
crease production as soon as the 
weather is favorable. Wholesalers, 
it is understood here, will be al- 
lowed a 5 percent markup. Export- 
ers have great difficulty getting 
lumber. 


TACOMA 

With log supplies still far from 
sufficient to meet production re- 
quirements, Tacoma lumber mills 
are struggling to keep up with 
order files. Weather conditions are 
unfavorable at present for maxi- 
mum production. However, the 
chief obstacle appears to be OPA 
price restrictions. 

Railroad tie production, a big 
item in-this district, is reported to 
be virtually at a standstill despite 
the fact that railroads have prac- 
tically no inventories left. This 
situation is also attributed to a 
price schedule. 

State land department officials 
announced that all sales of state 
owned timber will be suspended 
until OPA ceilings are removed. 
This is expected to provide an ad- 
ditional brake on logging opera- 
tions, since much of the timber be- 
ing currently logged is state owned. 
Heretofore, such sales have been 
made to the highest bidder. 


KANSAS CITY 

The lumber supply is the lowest 
in history as mills cut off shipments 
several weeks ago when it became 
apparent that an increase in ceil- 
ings was to be granted. Yard bins 











Combination Storm Sash and Screens 


for 


SASH and DOOR JOBBERS-- 


We are the oldest manufacturers 
of combination storm sash in the 
country — since 1930. We have 
several plants making them. We 
have had many requests from job- 
bers to take on our line, but we 
could not get the necessary addi- 
tional manufacturing capacity to 
take on new accounts until now. 


We have just added on addi- 


MARQUART MILLWORK CO. 


tional capacity and ask any job- 
bers interested in handling our two 
styles of combination storm sash— 
to get in touch with us at once. 


We will soon put on the market 
— the most amazing — window 
frame and window and combina- 
tion storm sash unit — all in one— 
and patented. Watch for it. 


OSHKOSH, WIS. 


Wind-O-Seal Deluxe Combination Storm Sash and Screens 
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ATTRACTIVE OPPORTUNITY 
FOR EXCEPTIONAL SALESMEN 


With Imagination and Initiative 


Manufacturer, pioneer and leader in field, 
national distribution through selected whole- 
salers of building specialties, now rebuilding 
sales force, offers attractive opportunity with 
real future for several outstanding salesmen 
who enjoy creative selling. 


Commodity is wide line essential fabricated 
metal building products currently in strong 
demand in both new construction and mod- 
ernization of commercial buildings, stores, 
shops, restaurants, theatres, showrooms, serv- 
ice stations, etc. 


To qualify, must have exceptional personal 
sales record, be between 28 and 40 years of 
age, able to read architects drawings and 
construction details, know from experience 
how to do business with architects, contrac- 
tors, material jobbers and their salesmen. 
Familiarity with such lines as metal trim, 
doors, shelving, fixtures, partition work, store 
front construction, cabinet work, insulation or 
acoustical materials helpful. 


Compensation includes salary, expenses, 
bonus, car allowance, opportunity for ad- 
vancement to sales executive position. 

Give age, marital status, address, phone 
number, education, experience and earming 
record covering past ten years and references. 

Box P-20, c/o American Lumberman 





COMING YOUR WAY 


errr err re in a post-war world that has learned 

new uses for wood — and wood products. 

OLY 

WY Yes, we’re coming your way, with 

Te Soft-textured Northern California 

* PONDEROSA 
PINE 

and Special Pine 
Products 


WE MANUFACTURE 
and SPECIALIZE IN 


CUT STOCK 
GLUED-UP STOCK 
SHOOK 








‘ MOULDINGS 
— Nv LADDER STOCK 
(rough and run to 
pattern)—IN FACT, 
‘ ANYTHING MADE 
or hte FROM WESTERN 
haf LUMBER. 


e 

ie lh Remember, too, WE 
saints WHOLESALE 
Douglas Fir, 


Sitka Spruce, 
Ponderosa Pine. 


Address all correspondence 
to our Kansas City Offices. 
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Manefectorers ond Wholeselers 1635 Dierks Bldg, Kansas City 6,Mo., Victor 4143 


Membar of Western Pine Ass‘n., National Wooden Box Aes’n., Ponderosa Pine Woodwork, 


Notioaal-Amerieon Wholesole Lumber Ass’n. 
Portland 4, Oregon 


West Const Office: 910 Porter Building © 
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MAKES NO 
DIFFERENCE 


SIZE 









No. 80Jr. “‘Over-the-Top’’ Door Equip- 
ment for openings 8’ wide by 6’-6” to 7” 
high. For doors weighing up to 150 lbs. 


Small doors or large, light doors or heavy, there is 
a size of “Over-the-Top” Door Equipment to handle 
them with ease. Home-owners, architects and con- 
tractors like this equipment because no matter what 
style of architecture the plans call for . . . whether 
the garage doors are to be single or double open- 
ing width, mill-made or built-on-the-job ... doors 
can completely harmonize with the house design. 
“Over-the-Top” equipment is popular for remodel- 
ing, too—opens a broad field of prospects for you. 
“Over-the-Top” type operation is available also in 
budget-saving units (with door and hardware com- 
plete). The remarkable low cost and surprisingly 
easy operation of this equipment are strong sales- 
appeals. Write today for full information about profit 
possibilities in “Over-the-Top” Door Equipment. 






























































No. 912 ‘‘Over-the-Top” Equipment 
for doors 18’ wide and up to 12’ high, 
weighing up to 720 lbs. 


FRANTZ 





Guuararateed BUILDWARE 


FRANTZ MANUFACTURING CO., STERLING, ILLINOIS 
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are bare. Despite the lumber short- 
age, residential building is increas- 
ing with a considerable amount of 
the lumber used said to be of biack 
market origin. 

Although the increase in ceilings 
of $3.25 per thousand board feet is 
expected to have a beneficial ef- 
fect on production, observers feel 
that the goal of nine billion feet set 
by the government will not be 
reached. The labor market is im- 
proving, but prospective employees 
are demanding such high wages 
that most mills claim they cannot 
meet the new scale. One big mill 
which cuts 30 million feet annually 
announced that it will close short- 
ly because it can’t make ends meet. 
MEMPHIS 

Increasing costs and difficulties 
of producing hardwood lumber, 
coupled with ceiling prices that 
manufacturers say are below pro- 
duction costs, have caused a num- 
ber of manufacturers to shut down 
their mills. Others are resorting 
to various plans to keep going, one 
of which is the refinement of their 
product with sufficient increase in 
price to keep operating. Many mills 
have found it advisable to produce 
and sell only such lumber as is re- 
quired for home consumption. 

Meanwhile, consuming industries 


find themselves in the middle, with 
little opportunity to find hardwoods 
to meet their requirements. Some 
have made arrangements with man- 
ufacturers for resawing and other 
processes, thereby enabling the pro- 
ducer to get more for his lumber. 


BOSTON 

Four million feet of lumber 
aboard a ship scheduled for Eng- 
land to crate military property for 
return to the United States is tied 
up in Boston harbor by a walkout 
of 300 lumber handlers in sympa- 
thy with A. F. of L. warehousemen. 
An additional six million feet of 
lumber is tied up at the Wiggin 
Terminal,, Charlestown, by the 
walkout. 


BALTIMORE 

The consensus of Southern Pine 
distributors is that OPA regula- 
tions constitute the chief cause of 
the current lumber shortage. Lack 
of labor is now second to restrictive 
price ceilings as chief cause for 
slowing production. Unfavorable 
weather continues to slow the pro- 
duction of hardwoods and the labor 
supply is still inadequate. Although 
the ceiling on oak flooring has been 
raised, the shortage of other build- 
ing materials has kept down the 
demand for this item. 


DENVER 


OPA stopped large shipments of 
short length lumber into Colorado. 
These shipments, not as important 
in home construction but selling at 
higher prices than the original long 
lengths, were sold as crating stock. 
The premium price was $57.50 per 
thousand feet. As construction lum- 
ber it would not have brought half 
that price, an OPA spokesman suid, 
Of 50 carloads totaling about 1,- 
750,000 feet sold by a wholesaler 
to Colorado yards, nine cars had 
been intercepted and held at the 
yards and seven others were being 
traced. The remaining cars were 
halted before shipment et the point 
of origin, Washington. 


MINNEAPOLIS 


Northern pine mills have gone 
into production after being idle 
nearly three months. The first 
week’s cut was small—only 65,000 
feet for the five mills reporting to 
the Northern Pine Manufacturers 
association. The demarid for lum- 
ber for veteran’s homes is heavy. 
In the rural areas, farmers are 
anxious to do some building before 
starting their spring field work. 
Dimensions are badly needed, but 
boards and millwork are also in 
great demand. 








@ ACCURACY-VERSATILITY 
@SAFETY-SPEED 
@ LONGER SAW LIFE 


Write For New FREE BOOK 


No obligation. Get the FACTS on 
the WILSON Radial CUTTING [gm 
MACHINE. See how every cut is 


possible with the Wilson. 


EQUIPMENT ENGINEERING COMPANY 


Division of The NALL Corporation 


4722 BROADWAY, KANSAS CITY 2,M0. 


Representatives Everywhere 
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Young and Thriving Urania Forest 


A Pioneer in Reforestation 


Urania has been engaged in reforestation activities 
since 1904, with the result that we expect to have 
a permanent supply of Pine and Hardwood timber. 


Urania has always been a quality producer. There 
was no let-down in Urania quality during the war. 
Urania quality today is as dependable as ever. 


y The URANIA LUMBER CO.., Ltd. 
URANIA, LA. 


Lumber Manufacturers and Tree Farmers 
Members S.P.A., S.P.1.B., Southern Hardwood Producers 

















March 2, 1946, AMERICAN LUMBERMAN 








eo ee A. | 





GET VOLUME! 














“| I oz. and 3 oz. 


Light and — 
Heavy Body 


DISPLAY 


3-IN-ONE 
PROMINENTLY 


Cash in on 


GREATEST ADVERTISING CAMPAIGN 
in 50-YEAR HISTORY of 3-IN-ONE 

















Advertisements scheduled in: 


30 national magazines 
More than 150 daily newspapers 


Plus: color ads. Puck Comic Weekly 





Be Prepared! 


BOYLE-MIDWAY INC., 22 E. 40th St., New York 16, N. Y. 
5235 W. 65th St., Chicago 38, Ill. 4820 E. 50th St., Los Angeles 11, Cal. 












x Stock Up! 
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FRANKLIN’S 


JHIN eLrue LINE 
SAVES TOOLS - TIME 
PRESERVES BEAUTY 


























Franklin Liquid 
Hide Glue helps you get 
a thinner, stronger glue 
line. Without mixing or 
heating you go right to 
work, preserving tools, 
saving time, retaining the 
original beauty of the grain. Franklin won't sour 
or evaporate, never stains wood, is always uni- 
form full-strength and spreads evenly. It's the 
production glue for all interior woodwork. 






























00 ott ‘Get retail sales, too. Putting 
this eye-catching Salesmaker 

FRANKLIN on your counter. It points 
excl out the exclusive features of 
“ery Franklin Glue, offers the 
pa handy can at an attractive 


HO MIXING = price. 
HO WASTE , “EVERY 
WO CHILLED JOINTS DROP 


ORKS" 











Save space — time 
— costs — release 
men for productive 
work—handle lum- 
ber with conveyors. 


Write for special 
Bulletin, AL-26, 
describing Stand- 
ard Conveyors de- 
signed to speed 
and cut the cost of 
handling in lumber 
and building sup- 
ply yards. 





STANDARD CONVEYOR COMPANY 
General Offices: 
No. St. Paul, Minnesota 
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DEPENDABLE 7% 
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Fly Screen Cloth 


"KEYSTONE BRAND” 


Limitation order L-303 recently issued by 
W.P.B. greatly restricts our distribution 
and the sizes and meshes of cloth we can 
weave. 


We will do our very best to supply our 
customers. Full information will be cheer- 
fully given to your inquiries. 


Allow us to quote 
Phone 631 


THE 


Seneca Wire & Mfg Co. 


FOSTORIA, OHIO 


Gives Siding Jobs Improved 
Protection and Appearance 


On every Asbestos 
Siding job, where ap- 
pearance is essential, 
you can save valuable 
time, simplify fitting 
at corners and along 
window and door 
frames, give added pro- 
‘ . tection, by using indi- 
vidual zinc corner strips. . . . Made of 
oxidized zinc... will not stain. Lengths 
suitable for any Asbestos Siding Shingle. 
For complete details write 


BUGHER MANUFACTURING CO. 


211 S. Main Street 


























Kokomo, Ind. 
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Should Price Control Continue? 


(Continued from Page 25) 


cate that there is approximately a 
25 percent shortage of woods and 
lumber mill labor. The vigorous 
young men who make excellent 
woods workers were long ago 
drafted into the Army. They are 
slowly returning to employment in 
the lumber industry upon demo- 
bilization but this return gener- 
ally, has not yet reached any sig- 
nificant proportions. Also, many of 
the older skilled workers left the 
lumber industry to work in higher 
paying shipyards and war plants. 
There has been some return of 
labor from these sources since VJ- 
Day but this again has not so far 
met the industry’s needs. Over a 
period of time labor supply in the 
lumber industry is expected to im- 
prove. Price increases or removal 
of price controls would not bring a 
significant change in this respect. 

Further evidence of the probable 
ineffectiveness of price increases as 
a stimulant to lumber production 
was furnished in studies by the 
Timber Production War Project, 
made in the summer of 1945 under 
the joint auspices of the Forest 
Service and the War Production 
Board, which indicated that ceiling 
prices were negligible as a deter- 
rent to full production. 

The necessity for further price 
control on lumber was _ indicated 
by the experience of this country 
following the close of World War I. 
In November 1918 lumber prices 
stood 68 percent above their level 
in 1914. This is roughly comparable 
with the increase which has oc- 
curred between 1939 and the pres- 
ent. Between November 1918 and 
March 1920 lumber prices increased 
an additional 138 percent, reaching 
a level which was approximately 
four times the level of prices in 
1914. The decline which set in in 
April 1920 brought prices down 59 
percent in 17 months. When the 
decline stopped prices were only 
64 percent above 1914. This decline 
of 59 percent bankrupted a great 
many retail yards that had high 
priced stocks on hand and a great 
many mills that had bought timber, 
set up operations, and established 
wage levels on the basis of the in- 
flated price levels prevailing in 1919 
and early “in 1920. 

The changes in lumber produc- 
tion in this period are particularly 
interesting. By 1918 according to 
U. 8S. Forest Service figures pro- 


duction was 79 percent of the 1914 
output. In 1919 and 1920 produc- 
tion was about 87 percent of 1914 
production, representing an in- 
crease of approximately nine per- 
cent over 1918. The violent upturn 
in prices (138 percent) was thus 
accompanied by a comparatively 
negligible rise in production (nine 
percent). In 1921 production was 
72 percent of 1914 production, rep- 
resenting a drop of over 15 percent 
from 1920. In other words, the 
eventual deflation reduced produc- 
tion more than the original post- 
war inflation increased it. This is 
in contrast with the situation today 
in which production in 1945 is 
approximately the same as output 
in 1939. Production in 1946 is ex- 
pected to be about 10 percent above 
1945 production with all ceiling 
prices in existence. 

To sum up, it appears that the 
actual benefits of removing price 
control on lumber in terms of in- 
crease of production would be neg- 
ligible. The probable cost to the 
country in terms of inflationary 
prices, general instability and en- 
suing bankruptcy in the industry 
and consequent decline in produc- 
tion would be very considerable. It 
is therefore the considered opinion 
of the Office of Price Administra- 
tion that continued price control of 
lumber at the present time is clear- 
ly in the best interests of the coun- 
try. 


Dealer Stocks Near 
Vanishing Point 
(Continued from Page 21) 


thing will be done owing to the re- 
strictions imposed.” And a fourth 
said no, he had no lumber at all, 
could the magazine tell him where 
there was some available. 

The plight of the smaller dealer 
is illustrated in a comment by an 
Ohio dealer. “Our stock is at an 
all time low. . . . We sure need 
lumber. We are not in position to 
send buyers out into the highways 
and buy ways to secure lumber re- 
gardless—so you see we are like all 
small firms, just fading away.” 

The conclusions to be drawn from 
the above figures and statements 
are: a real and urgent scarcity of 
materials, and channeling what few 
stocks there are is not the solution 
to the problem. The solution is to 
increase production and give deal- 
ers more materials. 
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THE KIND OF PLANER 
YOU HAVE LONG WANTED! 


Big enough to handle all of a lumber com- 
pany’s requirements. Built for the precision 
accuracy formerly obtainable only with the 
larger machines. A husky producer with In- 
clined Bed and many patented features pro- 
moting convenient, time-saving operation and 
highest quality work. Priced way below the 
larger machines. Write for details. 


MACHINE 
238 Eighth St. 


WORKS 
Holland, Mich. 








Anaconda Copper 
Mining Co. 


Lumber Department 


Bonner, Mont. 


Manufacturers of 


Ponderosa Pine, Fir and 
Larch Lumber 








You Can 
Cooperate With O. D. T. 


and at the same time save most 
of the freight charges by using 


PAR-TOX 


Wood Toxic Concentrate 


Every gallon of PAR-TOX makes 
30 gallons of toxic solution — by 
simply adding 29 gallons of low 
cost reducing agent, available 
locally. 

It saves much in needed freight 
space — with an equal saving in 
transportation cost. 
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Specify 
“Par-Tox Treated” 
on your next order. 









IRA PARKER & SONS CO. 


OSHKOSH, WISCONSIN 





More than 75 years 
of service tothe sash 
and door industry. 


me naKeKKKK * 


America’s finest washable flat 
wall finish .. . so waterproof 
that it can be washed clean as 
many as 10 times between 
paintings! One of the eleven 
famous All-Stars on O’Brien’s 
“First Team.” 


O’BRIEN VARNISH COMPANY 
SOUTH BEND 21, INDIANA 


He WC >FINE FINISHES SINCE 1875 ye 
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Stumpf Elected President of 
Richmond Builders’ Exchange 


E. A. Stumpf Jr. has been elected 
president of the Richmond Build- 
ers’ Exchange for 1946, and E. G. 
Harris has been named first vice- 
president. Julian C. Roden is sec- 
ond vice-president and Charles P. 
Bigger was re-elected secretary- 
treasurer. Directors for the year 
include W. B. Tomlinson, Lee Pas- 
chall, E. G. Harris, T. W. Wilmer, 
E. A. Wiedemann, E. L. Fox, Julian 
C. Roden, and R. P. Liphart. 


McClellen Named Head of 
Tennessee Association 


J. C. McClellan Jr., Elizabeth- 
ton, was re-elected president of the 
Tennesee Lumber, Millwork & Sup- 
ply Dealer association. Other offi- 
cers named are R. N. Martin, Mem- 
phis, Hamilton Wallace, Nashville, 
and Alpha Doaks, Greenville, vice 
presidents; R. O. Brownlee, Knox- 
ville, secretary- manager; G. R. 
Cockrum, Knoxville, treasurer, and 
Fred Stair, Knoxville, national di- 
rector. 


Promotions and Appointments 


ROBERT M. WHYTE has been 
named to succeed K. B. Rolf as rep- 
resentative in the western Missouri 
and northern and eastern Kansas 
area, for Insulite, Minneapolis. 
Prior to joining the service in 1942, 
he was in the research department 
of the company and handled indus- 
trial sales in New York and Chi- 
cago areas. Mr. Rolf was recently 
appointed assistant to the sales 
manager. 





HAROLD MIRVIS has been named 
sales promotion manager of the 
S & W Moulding company, Colum- 
bus, Ohio. He will direct the adver- 
tising program and new sales pro- 
motion campaign. 





JOHN A. METZ has been appoint- 
ed Chicago district sales manager 
for P. & F. Corbin, New Britain, 
Conn. He has been with the com- 
pany since 1923, serving as sales 
representative in a number of west- 
ern and mid-western territories. 





J. H. VAN Hoy has been appoint- 
ed southern division manager of 
the building material division of 
Bird & Son, East Walpole, Mass. 


JOHN J. BRADLEY, JR. has been 
appointed technical director for the 
Boston Varnish company and will 
head the Kyanize paint research 





John J. Bradley, Jr. 


program. He was formerly in charge 
of research for Reichhold Chem- 
icals, Ine. 





NORMAN L. KNIPE JR. has been 
appointed sales manager for Read- 
ing Hardware corporation, Read- 
ing, Pa. He has just been released 
from active service in the Navy, 





Rainy fake [umber le. tr 


SALES OFFICE: 1204 Conway Bidg., CHICAGO 2, ILL. 
Selling the Products of J. A. MATHIEU, Ltd., Rainy Lake, Ont. : 





Means even 


column-clear spans. 
complete details. 


Post-Free Building | 


more 
Easier piling all the way up between trusses. 
cupied—no blank spots! 


Build this modern way. 
Long lasting, low cost. 


| Vi | ANI Pon 


in Your Yard! 


efficient operation. Quicker handling. 


Space fully oe- 


Use American trusses for popular, 
Write today for 


AMERICAN ROOF TRUSS CO. 


6848 Stony Island Ave., Chicago 49 -- 


Plaza 1772 





MRE 
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PORTABLE SAW MILLS 


adduts> HACKETTSTOWN, N.J. ° 


MEMORANDUM TO: E. ya 


| 


duced and sold by & 


are being proc 


AMERICAN SAW MILL MACHINERY CO 
than by any other m 


anufacturer. 






prin S Fg 


March 2, 1946, AMERICAN LUMBERMAN 






















abe | IDAHO WHITE PINE 
Quality Lumber PONDEROSA PINE 


for 58 Years ... | CALIFORNIA SUGAR PINE 
~ CPpalanaFe Werder | WESTERN WHITE SPRUCE 














_— The Job Ahead 
isa BIG One... 


We have the forests, the mills and the 
and man-power. Present production far out- 
strips pre-war quotas and will continue on 
Box Shook an ever increasing tempo. But ‘the de- 

mand just cannot be met overnight, nor 
tomorrow. It’s going to take time and 
cooperation. The only solution to this 
a ve problem will be through small and rapid 
turning of inventories. Our responsibility 
does not rest lightly upon us... . we realize 

the giant task ahead and are doing every- 
POLSON thing in our power to meet the problem 
and will make every effort to supply your 


Lumber & Shingle Mills needs. 


Sitka Spruce Lumber 


Division of 
Polson Logging Company 
Hoquiam, Washington 








POPE «TALBOT, INC. «: 


By 


(( 


\ 
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~_ LUMBER DIVISION 2: 









































SELLING THE PRODUCTS OF DISTRIBUTORS OF SPECIES 
|| *THE McCLOUD RIVER LUMBER SHEVLIN PINE 
COMPANY VEU PONDEROSA PINE 
McCloud, Calif. Reg. WU. S. Pat. Off. (PINUS PONDEROSA) 
*THE SHEVLIN-HIXON COMPANY __ ExeCuIVE Crrics 
Bend, Oregon 900 First National Soo Line Building SUGAR (Genuine White) PINE 
_“Member of the Western Pine Associa- MINNEAPOLIS, MINNESOTA (PINUS LAMBERTIANA) 
Se ees See DISTRICT SALES OFFICES: 
1 NEW YORK CHICAGO SAN FRANCISCO 
1604 Graybar Bldg. 1863 LaSalle-Wacker Bldg. 1030 Monadnock Bldg. 
s Pandewsa Fine Woodwork Mohawk 4-9117 Telephone Central 9182 Exbrook 7041 
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Western Pines and West Coast Lumber | 


ERS AND SHIPPERS NCE 1915 








ALL TYPES -- ALL GRADES 


Large and Long Timbers -- Fir Piling up to 150 Feet 


on and CARGO -- WHOLESALE be 


Savane LUMBER: CO. 





Terminal Sales Building, Portland, Oregon 

















District 
Sales 
Offices 








McNary, 
Arizona 
As soon as 
operating 
conditions 
will per- 
mit, our 
normal 
service will 
be re- 
stored. 


Phoenix, Ariz.—R. B. Howell, Representative 


Chicago—D. A. Weidler, Mar., 520 N. Michigan Ave. 
Phone: Superior 9004 

































We’re frank to say that we can’t get up much 
of an ad today about our ability to make quick 
shipments like we used to do. The fact is we 
don’t know when we'll ever catch up. But on 
quality, it’s different. We're maintaining the 
quality of our fine, soft-textured Craig Mountain 
Pine—just as in years gone by. 


CRAIG MOUNTAIN LUMBER CO. 


Winchester, Idaho 
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: SAWN production is down. Our manpower is 
5,00 short. We ask your continued indulgence, 
CAPY. 29. di t ituati 
y KILN pending improvement in our situation. 
- é 
000,00° 





With peace, we had expected to be 
able to swing back into resumption of 
service to our many customers. Unfor- 
tunately there are still problems. Our 
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and previous to that he operated 
a building material concern in Lex- 
ington, Mass. 


WALTER S. JOHNSON, president, 
Friden Calculating Machine com- 
pany, has been elected to the board 
of directors of the Federal Reserve 
Bank, San Francisco. He was one 





Walter S. Johnson 


of the founders of the Friden com- 
pany and assumed the presidency 
upon the death of the inventor and 
co-founder, Carl Friden, some 
months ago. He is also president of 
Tarter, Webster and Johnson. 


G. W. Keehn, Chicago Lumber 
Association Secretary Dies 


Announcement has been made of 
the death of George W. Keehn, 84 
who has been secretary of the Chi- 
cago Retail Lumber Dealers asso- 
ciation. He has also been closely 
connected with all the lumber as- 
sociations in the Chicago area since 
he entered the lumber business 
more than sixty years ago. He died 
Feb. 25 in Evanston, II]. 


. . Obituaries 


JOHN P. DRUECKER, 67, pres- 
ident, J. Druecker & Sons company, 
Milwaukee—Feb. 11. 





PHILIP LANIER, 59, sales rep- 
resentative for the Exchange Saw- 
mill company, Kansas City—Feb. 
15. 





SIDNEY J. TREAT, 65, treas- 
urer and business manager, the 
New York Lumber Trade Journal, 
New York—Feb. 18. 
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AMERICAN Lumber Handling Equipment 
for Saw Mills, Veneer Plants, Industrials 


Planer Feed Elevators 

Hydraulic & Electric Elevating Tables 
Automatic Dry Kiln Car Lumber Stackers 
Semi-Automatic Dry Kiln Car Lumber Stackers 
Elevators for Stacking Dry Kiln Cars by Hand 
Dry Kiln Car Gravity Flow Unloaders 


Electric Lumber Transfers 


Passenger, Freight & Industrial Elevators 


DESIGNERS AND MANUFACTURERS 
OF SPECIAL EQUIPMENT 

















ONE LOOK AT WEATHER-VANE 
STORM-SASH, SCREEN WINDOWS 


And Prospects Become Customers 


Custom made and preci- 
sion built of California 
Redwood, with mortise 
and tenon construction 
throughout. Weather- 


y THE PERFECT treated . . . no painting 
4 ABA TILEVEILE necessary. Guaranteed not 
‘ for QUICK to shrink or expand. Easy 
to install. No wonder 
aare WEATHER-VANE Combi- 
nation Windows sell on 
sight! 


IMMEDIATE DELIVERY 


Address Reply: 2100 Penobscot Bldg. 
au Detroit 26, Mich. 
: 2) Woodworking District By 


TELL YOUR 
CUSTOMERS 


WOODHEALTH 


KILLS and PREVENTS TERMITES and ROT 
in 


Screens—Foundation timbers 

Lawn furniture—tTrellises 

Hog houses—poultry houses 

Fence posts—Flooring etc. 
also 


A highly effective Parasiticide against Poultry 
Mites and Animal Ticks. 


Protection Products Mig. Co. 


Mfrs. of CHEMICAL PRESERVATIVES Since 192] 
Research Laboratory and Plant KALAMAZOO, MICH. 
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YOUR CUSTOMERS GET” 


SERVICE 
from EVERY INCH of = 


i 


OUl- Purpose WINDOW MATERIAL 


Because R-V-LITE is 
DOUBLE-LAMINATED on 
DOUBLE STRAND MESH 


for DOUBLE STRENGTH 
and DOUBLE LIFE 


FREE DISPENSING DISPLAY UNIT 
and OTHER DEALER HELPS 


R-V-LITE repeat sale quality, 
R-V-LITE magazine and radio ad- 
vertising, plus many powerful 
sales helps for your store, make 
it easy for you to sell R-V-LITE. 


ORDER FROM YOUR JOBBER TODAY 
ARVEY CORPORATION 


Exclusive Manufacturers of R-V-LITE 
3470 N. KIMBALL AVENUE CHICAGO 18, ILLINOIS 











Knudson & Mercer Lumber Co. 


Purveyors to 
Accredited Retail Lumbe: Dealers 
for 51 years 
LUMBER FROM SOUTH, WEST, NORTH 
Sash & Doors, Wallboards and Most 
Standard Specialties 


28 E. Jackson Bivd., Chicago 4, ill. 














SULLIVAN LUMBER CO. 


PORTLAND, OREGON 


TIMBERS FACTORY 
YARD STOCK F l R CLEARS 
SPRUCE, HEMLOCK, CEDAR, PINE 


Established 1912 


WEBSTER. 


ont. Freaforen in 
100 ; 









a> oe) 3 — 
QUALITY 


¥ yee “ey. E. Webster Lumber Co. 


Kansas City, Mo. 





P Since 1922 
THE DAD & LAD &: 
MANUFACTURERS 


Asphalt and Asbestos Roofing 
Cements, Paints and Compounds 


‘ Factory and Executive Offices 
NEW LENOX, ILLINOIS 














HOUSTON BLOW PIPE 
AND SHEET METAL WORKS 
HOUSTON, TEXAS 


38 Years’ Experience 


Engineering Service and Estimat With 
Obligation — Send Us Your ineehy sug 








BALSA 


Again available without priorities 
er ether restrictions. Stocks in 


New Orleans 


F.C. LUTHI & CO., 237 craic Ri 











MINER'S EDGER WITH SKF BALL BEARINGS 


Simonds saws, lightest running. SPECIAL 
FEATURES: Variable feed for light power, 
guide rail and spurs make STRAIGHT lum- 
ber, well-balanced mandrel, now creosoted 
frame. IT CLEARS ITS COST IN 30 TO 60 
DAYS. 


MINER EDGER WORKS, Phone 1292, Meridian, Miss. 





LEMIEUX BROS., INC. 


FORESTERS--TIMBER ESTIMATORS 
APPRAISERS--CIVIL ENGINEERS 


610 Pere Marquette Bidg., NEW ORLEANS, LA 
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ADVERTISING 


PAYABLE IN ADVANCE 


Copy must be in office of AMERICAN LUM- 
BERMAN by Monday prior to publication 
date. Rates are based on number of WORDS 
and consecutive insertions as shown below. 
Be sure to count address. For “blind’’ ad- 
dress care this publication count 5 words. 
Advertisements are set in uniform style, in 
proper classification. with first line in capitals, 
if so ordered. 

Extra lines of white space count as 5 words. 
Please specify CLASSIFICATION desired. 


RATES PER WORD, PER INSERTION 


8c per word for one insertion. 
7c per word, per insertion, for 2 consecutive 
insertions. 


HELP WANTED 


Opportunity for Exceptional Salesmen 
See Page 69 











WANTED 


Bookkeeper-auditor to handle all accountin; 
and procedure for fast growing chain yard 
concern. Excellent future for right man. 4)! 
applicants must state salary desired and ex- 
perience. Location Michigan. Address N-3: 
American Lumberman. 





WANTED: A man who would be interested in 
operating a small wood-working shop and 
who would be willing to work on a proiit 
sharing basis; familiar with sash and door 
manufacturing and cabinet work. W. A. Rem- 
ington Co., Hibbing. Minnesota. 





Wanted: Young man with architectural train- 
ing to prepare small house plans. Alexande: 
Lumber Co., Aurora, Il. 





WANTED 


Experienced retail lumber clerk and salesman. 
Prefer age range from 30 to 45. Excellent 
wages and fine opportunity with one of the 
largest retail yards of the middle west. 
Whelan Lumber Company, Topeka, Kansas. 





Wanted: Assistant foreman for expanding 
woodworking plant. Must understand care 
and operation all standard woodworking ma- 
chines and be capable of teaching others. 
State experience and salary expected. Robert 
J. Hainer, Smithtown, L. I., N. Y. 





6c per word, per insertion, for 3 to 5 
tive insertions. 

MINIMUM CHARGE $§1.60. 

Attractive discounts for 6, 13 or 26 consecu- 
tive insertions. 

When answering “blind’’ advertisements ad- 
dress number shown care of 


AMERICAN LUMBERMAN 
139 N. Clark St., Chicago 2, Illinois 








HELP WANTED 








WANTED 


Experienced salesman, retail lumber and 
building supplies, who aspires to become a 
manager. Must have thorough knowledge of 
construction and print reading. This position: 
will pay good salary. Location Central Michi- 
gan, aggressive concern. All applying should 
state salary desired and enclose snapshot. 


Address N-33, American Lumberman. 





Shift Foreman thoroughly familiar with planers 
and band resaws. Write 
The Mill Creek Milling Company 
326 South Taylor Avenue 
St. Louis, Missouri 





Manager for principal building material yard 
in best tourist town of Michigan's upper pen- 
insula. Sportsman’s paradise and haven for 
hay-fever victims. Excellent prospects. Give 
qualifications, references, etc. first letter and 
state when available. Address N-42, American 
Lumbe:man. 





WANTED by large line yard operator, compe- 
tent draftsman and small building architect. 
State experience, salary required first letter. 
Write Box N 52 AMERICAN LUMBERMAN. 





WANTED: Foreman for woodworking plant. 
Band Resaw, matcher, moulder and various 
small units. Permanent. Straight time. Ad- 





dress P-25, American Lumberman. 








WANTED TWO YOUNG MEN 


in central Illinois with lumber bookkeeping. 
and construction experience, one for a town 
of 30,000 and one for a town of approximately 
20,000. Advise experience, salary desired and 
send snapshot. olso when available. Write 
Box N 46 AMERICAN LUMBERMAN. 





WHAT HAVE YOU 
TO SELL? 

WHAT DO YOU 
NEED? 
AMERICAN LUMBERMAN 
CAN HELP YOU 


You can insert a 20 word 
advertisement in these col- 
umns THREE TIMES for 
only $3.60. 


To reach the next issue 
mail your copy to reach 
us by next Monday. 


AMERICAN LUMBERMAN 
139 N. Clark St. 
Chicago 2, Ill. 





MIDDLE AGE MAN 
for general office work. Must know lumber 
and millwork business. In Suburb outside 
Chicago. Address Box N 51 AMERICA\ 
LUMERMAN. 





Wanted: Manager for Plywood Departmen 
of one of the largest distributors in the South. 
Must be familiar with both Hardwood and 
Softwood Plywood. State age, experience, re-- 
erence and salary expected in first letter. Ac 
dress P-32, American Lumberman. 


MILLWORK SUPERINTENDENT 


Old, established Florida Millwork concern 
wants to employ experienced Superintenden! 
for Millwork Plant. Must be experienced in de. 
tailing and billing and cost eer Gooc 
living conditions. Good job for right man. 
Address P-41, American Lumberman. 
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